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GOOD ENOUGH TO REPEA 


In the annual report of the Executive Committee of The 
Northwestern Mutual Life Insurance Company to its policyholders 
for the year 1928, some statements were made which may well be 
repeated. 


“The institution of Life Insurance is a well-recognized, vital 
factor in our civilization,” the report said. “Protection is its primary 
purpose, Equality its fundamental precept, and Service is the essence 
of its power.” 


Every policy of Life Insurance, either directly or indirectly, 
bestows its benefactions upon at least three separate and distinct 
parties vitally interested therein, namely: the specific Beneficiaries, 
the /nsured himself, and the Nation. 


The Beneficiaries designated in such policy, limited only as to 
its amount, thereby, through the foresight of their benefactor, enjoy 
established protection against the uncertainties of life. 


The Insured by each such policy thereby declares his inde- 
pendence, dispels his anxiety for the future as to both himself and 
those dear to him, and at the same time he establishes his economic 
freedom on the foundation of his financial credit and the upbuilding 
of his estate. 





The Nation profits by every policy of Life Insurance as a con- 
tribution to its material development and upbuilding, and to its 
economic strength, as well as its social stability. 


The Northwestern Mutual Life Insurance Company has con- 
sistently confined its business policy and restricted its activities to 
a close observance of its established ideals and fundamental prin- 
ciples; and, so safeguarded, it has conservatively adapted its prac- 
tices to the changing requirements of a progressive age. 


THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


Milwaukee, Wisconsin 
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Results for 1932 


$ 6,656,447 
32,784,003 
9,462,795 
44,952,271 
218,806,307 
9,118,782 
102,173,481 
950,563,996 


All New Premiums 
Total Premium Income 
Investment Income 
Total Income 

Admitted Assets 
Unassigned Funds 

New Insurance Paid For 
Insurance in Force 








The Connecticut Mutual issued its 
first policy on December 15, 1846. 


Opening an office in 1848 in St. 
Louis, The Connecticut Mutual be- 
came the first life insurance com- 
pany to establish an agency west 
of the Mississippi River. 


In 1861, the Company’s organiza- 
tion reached the Pacific coast, with 
the establishment of an agency in 
San Francisco. 


On March 23, 1882, The Connecti- 
cut Mutual adopted the 3% re- 
serve and for over fifty years has 
been building its policy reserve 
liabilities upon this conservative 
basis. 


Total benefits to policyholders 
and beneficiaries since organization 
(including present assets) amount The 
to more than $750,000,000. This 
sum exceeds by over $130,000,000, 
total payments by policyholders. 





Total Admitted Assets 


As of December 31, 1932 


$218,806,307.87 


Distributed as Follows 


State, County and Municipal Bonds 
Dominion of Canada Bonds 

Canadian Provincial and Municipal Bonds 
Other Foreign Government Bonds 
Railroad Bonds 

Public Utility Bonds 

Miscellaneous Bonds 

Bank and Guaranteed Railroad Stocks. . . 
Public Utility and Other Stocks 

Farm Mortgages 

City and Other Mortgages 

Policy Loans 

Real Estate Owned (Inc. Home Office) . 
Miscellaneous Assets 


1.42% 


12.15% 
13.78 % 
.67 J 
4.78 %o 


10.68 % 
20.37 % 
4.22 % 


100.00 % 





——CONNECTICUT MUTUAL 
—LIFE INSURANCE 


HARTFORD 
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Annuity Rates May 
Be Advanced Soon 


Companies Consider 5 to 7 Per- 
cent Greater Rates to Com- 
pensate for Conditions 


LOWER INCOME A FACTOR 





Change to 334 Percent Reserve Basis 
Is Also Expected, Possibly an 
Expense Loading 


1.—Announce- 
of 


YORK, 


increases 


June 
annuity 


NEW 
ments of in 
from 5 to 7 percent are expected from 
companies within the 
next While there is of 
course the possibility of a last-minute 
change, it is understood that some lead- 
have practically reached 
increases 


rates 


many prominent 


few months. 


ing companies 

decision to announce 
Another group is less definitely 
committed, but it is considered likely 
that they too will raise their rates not 
much later. 

The proposed rates would take into 
account the lower interest rates on life 
company investments which are likely 
to prevail for some time to come, the 
increased longevity of annuitants and 
the increased cost of handling annuity 
business as it has progressed from a 
small sideline to a point where, last 
year, the first-year annuity income of 
a number of principal companies was 
about half the first-year life premiums 
and in one or two cases actually ex- 
ceeded the latter volume. 


such 
shortly. 


Reduced Investment Vield 


However, in spite of the foregoing 
adverse factors, companies could prob- 
ably get by without raising annuity 


rates for a number of years at least, if 
it were not for reduced investment yield. 
Loss of income which has occurred on 
property taken over under foreclosure 
and on defaulted bond issues already 
has begun to be felt and is certain to 
be greater for some time to come. 

In view of the fact that last year 
companies licensed in New York, on the 
basis of their net interest rates, earned 
some $7,900,000 on their annuity re- 
serves over and above what the reserve 
basis called for, some may wonder why 
rates need increasing, when the same 
companies sustained a mortality loss of 
Only $3,465,000. 

Affects Only New Business 


The answer is that investment losses 


cut seriously into this otherwise favor- 
able margin. With these losses increas- 
ing, as they are expected to, and the 


net interest rate undoubtedly decreasing 
from last year’s figures, companies will 
find it difficult or impossible to break 
even on their annuity business. While 
the status of business now on the books 
Cannot be changed by new rates, the 
Proposed increases will put new _ busi- 
ness on a more adequate basis. 





(CONTINUED ON PAGE 18) ' 





Doubts Federal Control 


Desirable, More Efficient! 


Brown of Massa- 
the an- 


Commissioner M. L. 
chusetts, in his address before 
nual meeting of the National Conven- 
tion of Insurance Commissioners in 
Chicago, expressed doubt that federal 
supervision of insurance is desirable or 
that it would prove to be more efficient 
than that administered by the states. 
Federal regulation of interstate com- 
merce, he said, has not entirely dis- 
placed state supervision of public service 
companies and most of the states still 
have their public service utility boards 
or commissions. 

The introduction federal super- 
vision of insurance companies would 
not necessarily relieve the states of their 
jurisdiction, he declared, and in that 
event there would, as in the case of the 
public utilities, be a duplication of work. 
Such a- situation, he said, would most 
probably cause confusion and conflict. 

The most that can be claimed for 
federal supervision, Mr. Brown stated, 
is that it would result in uniform laws 
and regulations, but such supervision is 
not indispensable to uniformity. 


of 


Uniform Codes Cited 


Mr. Brown declared there are in force 


in many of the states uniform or sub- 
stantially uniform codes on_ certain 
branches of the law, recommended by 


the commissioners on uniform laws, an 
organization similar to that of the Na- 
tional Convention of Insurance Commis- 
sioners. The negotiable instrument law, 
now in force in most of the states, he 
said, is an instance of a uniform code. 
The so-called Mobile law on fraternal 
insurance has been adopted in Massa- 
chusetts and in about 35 or more other 


states. 

These facts show that substantial uni- 
formity is obtainable without federal 
supervision and the greater the uni- 
formity the weaker the argument for 
federal supervision, he said. 


The great obstacle to securing adop- 
tion of a given law, Mr. Brown said, i 
that it is most difficult to eliminate or 
reconcile conflicting views as to what 
the substance of the law proposed for 
uniform adoption should be. Each state 
is inclined to believe that its insurance 
laws should be the model upon which 
the uniform code should be based, and is 
content to have others adopt its laws, 
but is likely to demur to the abandon- 


ment of its laws, built up over a course 
of years, and of replacing them with 
what seems to be an alien code. 
Common Law Rules 
The varied uniform codes, he said, 


prepared by the commissioners on uni- 
form laws are in large parts declaratory 


of the general common law rules and 
did not greatly conflict with existing 
statutes in the states which have 
adopted them. 

While there are many general and 
basic principles of insurance law that 


are probably uniform in their concepts 
and application, he said, still there are 
multitudinous statutes in the different 
states that are hopelessly in conflict 
with those in other states. 

Mr. Brown pointed out that the ob- 
has been made that the in- 


servation 











surance contract has been the plaything 
of the courts and the football of the 
legislature and it is evident that there 
is a well defined judicial and legislative 
policy to treat that contract as one sui 
generis and not subject to many of the 
rules and principles that govern con- 
tracts in general, their construction and 
enforcement. 

“The attainment of absolute uniform- 
ity in insurance laws is impossible as 
is evident, but if substantial uniformity 
on the more vital problems affecting the 
insurance business as a national interest 
can be achieved by this convention, it 
will accomplish a herculean task which 
will make it possible in the future to 
declare of the insurance laws, as was 
said of the laws of Crete, that they have 
made those who use them happy.” 

Mr. Brown touched on some of the 
duties of supervising officials, dwelling 
at some length on the question of in- 
vestigating claims where there has been 
a complaint. He said the department 
can be of much influence in preventing 
unfair treatment of policyholders, but he 
warned against interfering where there 
is any reason to question the honesty of 
a claim or loss or on which there is a 
serious doubt or conflict as to the 
terial facts or where the only issue is 
the amount of the loss. A commissioner 
should not assume to adjudicate a case 
in like manner as the courts and should 
avoid any indication of a disposition to 
interfere with the constitutional rights 
day in court. 


ma- 


Distribution of Debts 


insurance 
Knott of 
total debts 


investments of 
Commissioner 
figures on the 
country. The total is estimated 
$134,000,000,000, divided in 
as Federal, 11.2 
state and local governments, 14.7, a 
total of 25.9 percent. Private debts in 
percentages are: Urban mortgages, 21.7 
farm mortgages, 6.7; financial corpora- 
tions, 17.3; public utilities, 8.9; indus- 
trial, 8.2; railroads, 11.3 Mr. Knott 
pointed out that the national income 
rose from $35,000,000,000 in 1913-14 to 
$63,000,000,000 in 1921-22 and $82,000,- 
000,000 in 1929, followed by a decline to 
$37,000,000,000 in 1932-33, and during 
that time the cost of the debt rose from 
6 percent of the national income to an 
estimated 19.8 percent. 

Mr. Knott believes that properly made 
first mortgages will continue to be a 
prime investment for life insurance re- 
serves Recent advances in the stock 
market give hope for a restoration of 
both governmental and_ industrial 
curities to a fair value. In fire and cas- 
ualty companies he was inclined to dis- 
courage common stocks. 

Superintendent H. L. Davis of the 
District of Columbia followed Mr. 
Knott. He emphasized the importance 
of intelligence and common 
rather than technical rules, in deter- 
mining the value and suitability of in- 
surance company investments. He said 
a little learning about investment and 
insurance is very dangerous. The crown- 

(CONTINUED ON PAGE 11) 
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State Supervisors 
Attend Convention 


Annual Gathering of the Insur- 
ance Commissioners Is Held 
in Chicago 


IMPORTANT ISSUES ARISE 


Valuable 
lated by Controversial Topics 
That Are Scheduled 


Discussions Will Be Stimu- 


rhe 
Convention of Insurance 
this 
importance, 


the National 
Commissioners 


annual meeting of 


in Chicago week is an event of 


major especially so far as 


life insurance is concerned, as the com- 
missioners have up for review the expe- 
the 


The records have 


rience of companies since morato- 
rium went into effect 
carefully kept, 
to the New 
was analyzed and 
form that the state officials could 
ascertain how the companies fared with 
regard to cash and surrender values in 
states where the moratorium is in effect 
and in those where there are no restric- 
tions. 


been the data being sent 
York department where it 
put out in tabular 


so 


Large Attendance on Hand 


There was a large attendance of life 
men, especially from the west and south, 
as they are much interested in the sub 
ject. Almost all the western and south- 
ern companies oppose any tinkering with 
the moratorium. There is a large galaxy 
of eastern people at hand representing 
the companies and organizations. While 
sentiment as to the moratorium is di 
vided in the east, there are some very 
strong opponents to any lifting of the 
moratorium at this time owing to the 
uncertainty of the money market. There 
is a spirit of speculation and hoarding 
in the air and this naturally is reflected 
in the withdrawal of money from life 
companies. 

Valuation of Securities 


Another undoubtedly that 
will be discussed is the valuation of 
securities as some of the departments 
will require semiannual statements. The 
general feeling is that some other basis 
will have to be taken than the present 
convention formula which places values 
as of June 30, 1931. Wisconsin, New 
Hampshire and South Dakota required 
market values as of Dec. 31. No pub- 
licity has been given to financial state- 
ments from these states. The commis- 
sioners have studied the statements on 
both bases and if they thought the mar- 
ket value showing revealed a company 
in an exceedingly weakened state, effort 
was made to have it strengthened or 
withdrawn from the commonwealth. An 
attempt will be made probably to get 
some average valuation which will give 
a truer picture of companies at the pres- 
ent time and yet will enable the com 
missioners to do justice to reputable in- 
stitutions, 

(CONTINUED ON PAGE 
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Palmer Banquet Attended by 


500 Insurance Headliners 


AFFAIR WAS BIG SUCCESS 





THE NATIONAL UNDERWRITER 





Illinois Official Is 
Honored in Chicago 











R F . C. Aid Measure Passes 
House with a Salary Limit 


FIFTY MILLION IS GRANTED 





June 2, 1933 
































Many Commissioners and Other Nota- 
bles at Head Table in Testimonial 
for Illinois Superintendent 


The testimonial dinner for Superin- 
tendent Palmer of Illinois in Chicago 
Wednesday evening was attended by 
more than 500 headliners in the busi- 
ness, including many from New York 
and Hartford and other points as well 
as from the middle west. Charles H. 
Burras, president of Joyce & Co., of 
Chicago, added another laurel to his 
crown as toastmaster. He was intro- 
duced to the banquet by L. E. Yager, 
president of the Chicago Board and gen- 
eral chairman of the Palmer dinner. 

In addition to the speakers previously 
announced, W. H. Bennett, secretary of 
the National Association of Insurance 
Agents, was on the program. The other 
speakers were Garfield W. Brown, prest- 
dent of the National Convention of In- 
Commissioners; A. V. Gruhn, 


surance ; 1 
American Mutual Alliance; a ae 
Behrens, president ( ontinental Assur- 


ance and Continental Casualty; W. D. 
Williams, president Western Under- 
writers Association; O. E. Aleshire of 
Parker, Aleshire & Co., Chicago, and 
finally Mr. Palmer, who responded 
gracefully and with wit to the many 
bouquets that were showered upon him. 
Other Notables Present 


Among those at the speakers’ table 
were Commissioner Brown of Minne- 
sota, Clark of lowa, Cochrane of Colo- 
rado, Daniel of Texas, Davis of the 
District of Columbia, Dugal of Quebec, 
Dunham of Connecticut, Foster of On- 
tario, Heltzen of Rhode Island, Holmes 
of Montana, Mauk of Texas, McClain 
of Indiana, Mortensen of Wisconsin, 
Bowles of Virginia, Pope of Texas, Read 
of Oklahoma, Sullivan of Washington 
and Thulemeyer of Wyoming. 

Among the others at the head table 
were Paul L. Haid, president Insurance 
Executives Association; Charles Buresh, 
vice-president Chicago Board; H. A. 
Clark, western manager Firemen’s of 






































ERNEST PALMER 


Insurance Superintendent Ernest Pal- 
mer of Illinois was featured at a big 
banquet at the Stevens Hotel in Chicago 
sponsored by the “business of insurance 
of Illinois.” It was the curtain raiser to 
the annual meeting of the National Con- 
vention of Insurance Commissioners in 
that city. 


Mortgage Moratorium Law 


in Texas Declared Invalid 


DALLAS, TEX., June 1.—The Texas 
mortgage moratorium law, enacted at 
the present session of the legislature, 
has been declared invalid and unconsti- 
tutional by a district judge here. As a 
general rule, when a district court holds 
a law invalid other district courts take 
similar action unless there is an appeal 
pending to higher courts, and so far no 
appeal has been taken by the state. 

The Texas life companies announced 
through a spokesman, following the de- 
cision of the court, that they would 
abide by a statement made before the 
law was enacted that they would not 


Newark; J. C. Harding, western man- c 
ager Springfield F. & M.; Ralph | foreclose on farms on which they have 
Rawlings, president Monarch Fire; | loans in 1933. It is generally under- 
James A. Beha, general manager Na- stood that the out-of-state companies 
tional Bureau of Casualty & Surety | having loans on real estate in Texas will 


Underwriters; N. P. Blanchard, presi- 
dent Illinois State Association of Life 
Underwriters; P. B. Hosmer of R. W. 
Hosmer & Co.; Allan I. Wolff, chairman 
executive committee National Associa- 
tion of Insurance Agents; H. M. Loeb, 
chairman Chicago Insurance Agents 


Association, and A. S. Schwartz, presi- 
dent Illinois Insurance Brokers Asso- 
ciation. 


Entertainment of High Order 


The entertainment program was of 
high order and appropriate. The radio 
stars, Doctors Pratt & Sherman, put on 
a skit touching on many insurance per- 
sonalities. 

The reception committee consisted of 
E. M. Ackerman, J. E. Callender, C. M. 
Cartwright, F. M. Chandler, L. H. Dud- 
ley, T. J. Farrell, Wade Fetzer, Gordon 
Fox, A. V. Gruhn, J. C. Harding, George 
Hatzenbuhler, P. B. Hosmer, Rockwood 
Hosmer, Fred A. Johnson, L. J. Kempf, 
H. G. Kemper, F. P. Lavin, H. M. Loeb, 
S. E. Moisant, A. E. Patterson, A. F. 
Powrie, G. A. Rapp, W. E. Rollo, F. J. 


not take advantage of the situation 
brought about by this decision, but will 
follow the policy of the Texas com- 
panies and forego foreclosures this year. 


NEBRASKA LAW ATTACKED 


LINCOLN, NEB., June 1.—The Pru- 
dential and Union Central Life, with 
eight foreclosure proceedings pending in 
federal court, have attacked the state 
mortgage moratorium law as an unwar- 
ranted use of the police power and as 
violative of the obligation of contracts 
guaranteed by state and federal consti- 
tutions. Attorney General Good sharply 
criticized the companies for taking a po- 
sition in opposition to the farm mort- 
gage moratorium at the same time that 
they took shelter under a moratorium, 
passed by the same legislature, which 
relieved them of immediate payment 
of cash surrender and policy loan obliga- 
tions. He defended the law as having 
been necessary at the time it was passed, 
and credited it with causing the demise 
of the embattled farm holiday associa- 
tion movement. ‘ 


Sauter, W. G. Schilling, A. S. Schwartz, 

August Torpe, Jr.. E. B. Thurman, . 

George Tramel, C. R. Tuttle, G. D. Number of Annuitants Increases 
2 weeee J i. WEE ET res Roulette Lie of Now York 
. gnt. finds that the sale of retirement an- 


iverett W. Knapp has been appointed 





nuities for women rose from 11,650 in 


Bill Goes to Senate—Officials of Bor- 
rowing Companies Can’t Receive 
More Than $17,500 


WASHINGTON, D. C.; June 1.—Re- 
fusing to accept a committee amend- 
ment leaving it to the Reconstruction 
Finance Corporation to determine what 
constitutes a reasonable salary, the 
House passed the bill permitting the 
corporation to purchase the debentures 
of insurance companies, but excluded 
from the benefits of the measure any 
company paying an official more than 
$17,500 a year. 

The bill was the subject of determined 
opposition, but the Democratic leader- 
ship held firm and succeeded in secur- 
ing approval of the measure by a wide 
margin, the vote being 202 to 137. 

Considerable ‘discussion revolved 
around the salaries paid the officers of 
the larger life companies, but it was 
pointed out that the purpose of the 
measure was to aid chiefly companies 
engaged in other than life insurance and 
that the concerns which would take ad- 
vantage of the legislation were not pay- 
ing high salaries. 

Grant 50 Million for Insurance 


The bill limits the amount to be ex- 
pended by the Reconstruction Finance 
Corporation for the aid of the com- 
panies to $50,000,000 which, it was said, 
had been declared to be ample. 

The measure was supported by Rep- 

resentative Steagall of Alabama, chair- 
man of the banking and currency com- 
mittee, who likened the insurance com- 
panies to banks, pointing out that the 
failure of one usually dragged with it 
several others. Operations of the com- 
panies were defended, it being pointed 
out that there has been no contention 
that they have not been conducted pru- 
dently, safely and in accordance with 
thoroughly tested and established prin- 
ciples and safeguards. 
“The purpose of the bill to try 
to aid all these institutions, because of 
their relation to the general economic 
situation and because of what in- 
volved to the citizenship of the entire 
nation,” Mr. Steagall explained. “Thou- 
sands of citizens are interested as home 
owners, as owners of securities affected, 
and, above all, women and children are 
dependent on investments in life insur- 
ance companies for education and for 
support in old age.” 


is 


1s 


Restore Capital Only 


There is nothing in the measure, he 
declared, to relieve the stockholders of 
insurance companies, the sole purpose 
being to restore the capital structure of 
institutions to the point that brings 
them within the rule of solvency, so 
that under state law there will be no 
proceedings to liquidate companies or 
throw them into receiverships. 
Approximately $90,000,000 has been 
loaned to insurance companies by the 
Reconstruction Finance Corporation, of 
which a little over $70,000,000 is now 
outstanding, it was developed during 
the debate. 

The measure now goes to the Senate 
for approval of changes made by the 
House. 


Indiana Receiver Asked 


Suit for a receiver for the Indiana 
assets of the Chicago National Life has 
been filed by Commissioner McClain of 
Indiana in superior court in Indianapolis. 
A receiver was appointed in Illinois in 
June, 1932 and its business was later 
taken over by the Pacific States Life. 
The Indiana petition asks that securi- 
ties valued at $268,308 held by the com- 
missioner be distributed for the benefit 





sales manager of the St. Paul and Minne- | 1929 to over 39,000 in 1932, which is 
apolis offices of the John Hancock Mu- | more than a 300 percent increase in three 
tual Life. vears. 





R. Emmett O’Malley of Kansas City, 
Mo., who is connected with the agency 
department of the Midland Life of that 
city, is to be the next Missouri insur- 
ance superintendent as soon as the post 
is vacated by Commissioner Thompson. 


EMMETT O'MALLEY 


H. & A. Conference Meeting 
to Have Record Attendance 


Advance reservations for the annual 
meeting of the Health & Accident Un- 
derwriters Conference, to be held at the 
Edgewater Beach hotel, Chicago, June 
5-8, are the largest ever recorded for a 
meeting of that organization. Qn ac- 
count of the timely character of the 
topics to be discussed, a number of ex- 
ecutives of companies that are not men- 
bers of the conference, as well as prac- 
tically all the conference companies, will 
be on hand for the meeting. Several 
officials of the larger eastern companies, 
who are in Chicago this week for the 
insurance commissioners’ meeting, plan 
to stay over for the conference sessions. 

The speakers will be Garfield W. 
Brown, Minnesota commissioner and 
president of the National Convention of 
Insurance Commissioners: Dr. Preston 
Bradley, pastor of the People’s Church, 


Chicago; Frank P. Proper, Employers 
Reinsurance: Paul W. Watt, Washing- 
ton National, and Dr. R. G. Leland, 
director bureau of medical economics, 
American Medical Association. 
Leaders of round table discussions 


include Cary Groton, junior vice-presi- 


dent Pacific Mutual Life “Reimburse- 
ment for Loss Other Than That of 
Time”; James E. Powell, manager ac- 


cident and health department Provident 
Life & Accident, “Our Increasing Loss 


Ratios”: John M. Powell, president 
Loyal Protective, “Reduction of Under- 
writing Expense.” 

Howard C. Earl, agent for , No th 
American Life at Champaig! are 


recently of heart disease. 





Bill Would Allow Policies 
Without Cash, Loan Value 


An amendment has been offered 
in the Ohio senate to a bill revis- 
ing the state insurance code, by 
which companies could issue poli- 
cies without cash surrender 0° 
loan values, provided the fact were 
stated in the policy. The bill re- 
vising the insurance laws is spon 
sored by the Ohio Life Under- 
writers Association. 











of Indiana policyholders. 
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State Wide Trek 
of Nebraska Men 


Officials of State Life Underwrit- 
ers Association Create 
Caravan 


vISIT THE LOCAL BODIES 


President F. B. Simmons Headed the 
Delegation — Considerable Enthusi- 
asm Manifested Along the Way 


One of the interesting features in 
life insurance of Nebraska was the jour- 
ney across the state on part of a number 
of general agents led by Frank B. Sum- 
mers, state manager New York Life, 
president Nebraska Life Under- 
writers Association. The caravan left 
Omaha, May 15, following the monthly 
meeting of the Nebraska Agency Man- 
agcrs Association and visited the various 
Accom- 


and 


jocal associations in the state. 
pany.ng Mr. Summers was R. C. Harris, 
manager Bankers Life of Nebraska and 
president Nebraska Life Agency Man- 
agers Association; Walter Rigg, state 
manager Mutual Life of New York and 
president Omaha Life Underwriters As- 
sociation: Forrest Croxson, state man- 
ager Equitable Life of New York; 
James Mickey, state manager Equitable 
Life of Iowa; H. E. Sorenson, state 
manager Aetna Life; A. R. Edmiston 
of Lincoln, general agent Union Cen- 
tral Life: W. H. Logan, state manager 
Peoria Life. 
Nebraska Cities Visited 


The caravan stopped at Beatrice, 
York, Grand Island, Kearney, North 
Platte, McCook and Hastings, visiting 
each of the associations in these cities. 
President Summers at each meeting ex- 
plained the object of the trip, stating 
that it was to promote good will among 
life people. Mr. Croxson made a com- 
plete report of legislative work during 
the recent session. He said that the 
legislative program had been decided 
after a careful consideration from rep- 
resentatives throughout the state. The 
legislative committee of the Nebraska 
Life Agency Managers Association had 
the legislation in charge. Other mem- 
bers of the caravan made talks. 


Stopped at Beatrice and York 


_The Beatrice association has J. F. 
Summers as president. Some of the 
agents from neighboring towns went to 
Beatrice to unite with the local associa- 
tion in welcoming the visitors. The 
membership was increased 55 percent 
as the result of the meeting. 

_At York, Fred Stilson is president. 
The association is two years old. York 
is making a strong bid for the annual 
meeting of the Nebraska Life Under- 
writers Association to be held this fall. 

Grand Island has a strong association, 
being the third largest in the state. 

Burd is president and L. G. 
Wagoner, secretary. Grand Island is 
the home of George Cowton, who is 
President of the state association. At 
this point A. B. Olson, agency manager 
of the Bankers Life of Nebraska, joined 
the caravan and made a talk. 

At Kearney, C. B. Sibbitt is president 
and W. A. Braden, secretary. Both were 
ill and confined at their homes at the 
a the caravan arrived in the city 

Owever there was an_ enthusiastic 
meeting 

At North Platte, J. 


the Minnesota Mutual 
the , 


E. Sebastian of 
vice-president of 
state association, was the official 
Wilson is president of the 
ation and Dolan Sebastian is 
One member of the North 


host i. FE 
local associ 
secretary 
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Opens New Bureau 




















Ralph E. Richman, former manager 
of The National Underwriter at Cin- 
cinnati, who is opening the New Eng- 
land bureau for that publication, has 
arrived in Hartford where he will 
establish his headquarters. Mr. Rich- 
man owing to moving east has resigned 
as president of the board of trustees of 
Valparaiso University, Valparaiso, Ind. 


Platte association lives 160 miles away 
and attends a number of the meetings 
each year. Another lives 100 miles and 
another 83. 

While at North Platte an effort was 
made to rob the guests at the hotel. A 
robber started to pass the room occu- 
pied by President Summers and Mr. 

(CONTINUED ON PAGE 11) 
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Gold Inflation Is Still 
Seen on the Horizon 


By JOHN F. WOHLGEMUTH 
Secretary The National Underwriter 


Gold inflation, with its stability and 
certainty, is not far off. Announce- 
ment of the ratio of gold inflation will 
probably come out of the world eco- 
nomic conference in London. The speed 
with which the government is pushing 
prices upward indicates that a world 
agreement is within sight. Price rises 
so far are on the promise of inflation 
It is undoubtedly desired to break the 
explosive force of gold inflation by pre- 
liminary price advances. Once the ratio 
of inflation is proclaimed there will be 
a hectic boiling of the markets, with a 


quick settling down on the new levels 
Life Moeratorium Situation 
The moratorium situation of the life 


companies has diametrically changed 
Instead of panic withdrawals, the dan- 
ger now is withdrawals for speculation 
The speculative danger will continue 
until the currency is reestablished on 
gold, but once the proclamation comes 
the speculative danger will subside. The 
insurance commissioners at their mora- 
torium session in Chicago this week 
should take the proper steps for a pro- 
longed moratorium, based on the possi- 
bility of protracted negotiations at Lon- 
don. They should, however, also pro- 
vide for the possibility of a quick ending 


Liquidity WEI Be Hesteored 


The ending of the moratorium need 
not wait until all danger of speculative 
withdrawals is past. The new dollar will 
be proclaimed at a ratio to give solid 
security back of mortgages, bonds and 
fixed investments. Therefore, even if 
the companies are called upon to supply 
money in large amounts, the liquidity 
of their assets will nevertheless be re- 








tain. 


formance. 


without redemption value. 


quences. 


Independence Square 





Redeemable in Gold 


The nations when under stress may properly sus- 
pend the gold standard, but the life underwriter’s 
personal gold standard he must continuously main- 
His representations and promises must at all 
times be redeemable in the fine gold of company per- 
Half-explanations of the disability pro- 
vision, unqualified dividend figures, or gaudy descrip- 
tions of major contractual provisions are as fiat money, 


such currency is given, or his family, is liable to 
distressing disappointment 
A withheld proviso, or a scanted vital 
description, is a betrayal of trust. 


Life insurance salesmanship, by general reputa- 
tion, scrupulously accords with the exacting fiduciary 
ideals of our nation-trusted institution. 


THE PENN MUTUAL LIFE INSURANCE COMPANY 


WM. A. LAW, President 


The policyholder to whom 


later, costly in conse- 


PHILADELPHIA 








stored and they will be able to meet all 
demands 

The only thing to be feared about in- 
flation is delay. All prices are now 
spongy and speculative, being based only 
on the promise of inflation. While the 
promise will be kept, the amount of in 
lation is uncertain and everything will 
be speculative until the actual procla- 
mation of the new value of the dollar 

The President's utterances show that 
he fully understands this and al! his 
promises are directed toward stabiliza- 
tion. Even in his world circular on dis- 
armament he made peace contributory 
to stabilization and not the other way 
around. Evidently his economic ideas 
are clear cut, and in accord with “sound 
money” views 


Metallic Inflation Ix Historic 


rhe last revaluation of metallic cur 
rency came after the close of the Napo- 
leonic wars, when the world was strug- 
gling in the morass of war debts. The 
“century of progress” in world trade that 
began with that stabilization is a good 
augury for the future after stabilization 
at the London conference. Metallic in- 
flation after devastating wars is historic 
and goes back into the Middle Ages. 
Evidently the world has never been able 
to pay off war debts, incurred at high 
prices, with depreciated peace time 
prices. 

Visionary schemes in 
even in the government bureaus need 
not be feared. They are all, or nearly 
all, discretionary with the President 
They all help in foreign negotiations and 
they all help the government's plan to 
raise prices in advance of the actual in- 
flation 


Congress or 


Schemes May Not Be Used 


rhe President has indicated that the 
ground on which he supports them is 
that he need not carry them on unless 
they are needed Inflation on a solid 
basis, that is, on a gold basis, will make 
them unnecessary. Once business gets 
a solid dollar under its feet it will leave 
visionary schemes far behind 

Gold inflation is a gift to debtor coun- 
tries. There are 19 countries in default 
on dollar obligations. It seems only 
common sense for this country to get 
something for the partial cancellation of 
these obligations, through gold inflation, 
hence the present shaping of the Lon- 
don economic conference Otherwise, 
there would be no reason for delay in 
the proclamation of the new dollar. The 
sudden activity of the government in 
promoting price advances seems to indi- 
cate that negotiations are shaping up 
to permit the early proclamation on the 
London stage. 


West Virginia Court Allows 
Deduction of Cash Values 


Cash surrender values of participating 
policies of a domestic life company set 
up and maintained as the reserve as 
required by law represent an indebted- 
ness of the company within the meaning 
of West Virginia law and as such are 
a proper deduction from money, cred- 
its and investments for tax purposes, 
the West Virginia appellate court ruled, 
affirming decision of the circuit court of 
Kanawha county and the board of re- 
view and equalization of that county. 

The court held, however, that interest 
and premiums paid in advance to a do- 
mestic life company do not represent 
indebtedness within the meaning of the 
statute, and are not a proper deduction. 
The case involved $4,652,728 cash sur- 
render value on participating policies of 
the George Washington Life. This sum 
had been deducted in making personal 
return, as well as the $50,244 
and interest disallowed 
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C. L. U. Convention to Be 
Held in Chicago Sept. 28 





SEEK WELL KNOWN SPEAKERS 





Short Business Meeting and Dinner to 
Adjourn Early So Visitors 
May See Sights 


A large attendance is expected at the 
annual convention of the National chap- 
ter of C. L. U. to be held in the Stevens 
hotel, Chicago, ‘the evening of Sept. 28 
at the time of the great convention of 
the National Association of Life Under- 
writers there. There are now something 
over 600 C. L. U.’s in this country and 
many of them are expected to go to 
Chicago. 

It has been planned to start the busi- 
ness meeting at 5:30 p. m., followed 





THE 
by dinner, with adjournment not later 
than 8:15 p. m., in order that those at- 
tending may take in the Century of 
Progress exposition, shows or other en- 
tertainment in the evening. On the 
program at the dinner will be several 
speakers of national prominence to 
whom invitations have been extended 
but who have not as yet accepted. 

W. P. Stedman of the National of 
Vermont in Baltimore is the national 
president. G. S. Brown of the Penn 
Mutual, past C. L. U. president, is chair- 
man of the Chicago committee handling 
arrangements for the National C. L. U. 
convention, 


Regular Meeting in Pittsburgh 


Under the direction of A. E. De- 
milio, manager of the Pittsburgh agency 
of the Ohio State Life, a regional meet- 
ing will be held there June 2. President 
U. S. Brandt and Frank L. Barnes 


agency vice-president, will speak. 





PForget Them Not 


Life insurance salesmen are offer- 
ing a more diversified line of policies 
than ever before, but there is one fun- 
damental ideal that must persist. 


The great purpose of Life 
Insurance is the protec- 
tion of women and chil- 
dren from the horrors of 


poverty and sorrow. 


Unless a prospect has so 
protected his dependents, 
he has not been properly 


advised or sold. 


Remember Them! 
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Number of Agents 
in the United States 


Alvin Kingsbacher in a con- 
tribution in the “Managers’ Mag- 
azine,” published by the Life In- 
surance Sales Research Bureau of 
Hartford, gives his estimate of the 
number of agents licensed in the 
United States, and the District of 
Columbia, for 38 states as 340,276 
This is an average of 8,720 per 
state. There were 10 states that 
made no reply to his questionnaire 
but using the average the total 
figure is 427,476. He believes this 
is a very close approximation to 
the actual number of agents fire, 
life and casualty licensed in the 
country. 











Berkshire Life Sales Plan | 


Series of One Day Forums Will Be 
Held in Number of West- 


ern Agencies 











The Berkshire Life is arrangimg a 
series of one-day sales congresses to be 
held with its general agents and their 
representatives at a number of middle 
western cities during June. They start 
with one in Chicago June 5 at the B. C. 
Howes general agency. On June 6 the 
congress is to be held in Minneapolis 
with C. E. Petil!on and his group; June 
8 at Des Moines with representatives 
of A. H. Peterson and E. A. Turner 
of Davenport; June 9 with the J. W. 
Ljawrence general agency at Kansas 
City; on June 10 with C. C. Wagner 
and his men in St. Louis and on June 
12 in Indianapolis with N. B. Magoffin. 

Representatives from the home office 
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will be Dr. Frank Harnden, medical di- 
rector; L. B. Hendershot, 
agencies, and H. L. Amber, vice-presi- 
dent. 

A typical program is that arranged 
for the meeting in Chicago June 5 when 
Mr. Howes speaks on, “Our Agency- 
Past, Present and Future,” Dr. Harn- 
den discusses, “Applications We Accept 
and Why,” Mr. Hendershot reviews, 
“The New Retirement Annuity,” and 
Mr. Amber speaks on, “The Modern 
Life Underwriter,” in the morning. In 
the afternoon session, Mr. Amber talks 
on “Trends in Life Insurance” and Mr, 
Hendershot on “Your 1933 Working 
Tools.” 


Medical Section to Hold 
Annual Meeting Next Week 





Upwards of 200 leading insurance 
medical men are expected to attend the 
annual meeting of the Medical Section 
of the American Life Convention at the 


Edgewater Beach Hotel, Chicago, III, 
June 6-8. 

The officers of the Medical Section, 
headed by its chairman, Dr. H. W. 
Dingman, vice-president Continental 
Assurance of Chicago, and Dr. S. J. 


Straight, associate medical director Can- 
ada Life, program chairman, have pre- 
pared an_ excellent program for the 
meeting. The theme of the gathering 
will be: “How to Select the Right Kind 
of Business.” 


Can Not Act as Agents 


The Steagall bank bill in Congress, 
which was passed by the House by a 
vote of 262 to 19 last week, carries a 
provision which prohibits banks affili- 
ated with federal reserve system from 
engaging in insurance. An effort was 


made to exempt such banks in towns 
under 5,000 population but this did not 
pass. 





NATIONAL 


LIFE INSURANCE CO. 
MNontpelier. Vermont 


SEND FOR BOOKLET "WHY THE NATIONAL?" 
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OBSERVATIONS 


ON LIFE INSURANCE 





Whether the A. M. Best Company, 
insurance reporting service, is within its 
legal rights in issuing ratings based 
upon a more or less arbitrary formula 
is being questioned by some of the 
companies which have been informed 
that they will be given lower ratings 
than heretofore enjoyed in the forth- 
coming Best's volume. Those who feel 
that Mr. Best is acting within his 
rights point to the well established ex- 
amples of such agencies as Dun-Brad- 
street's which hhave been issuing “credit 
ratings” and reports on commercial con- 
cerns and individuals for years without 
question. However, it is pointed out 
in opposition, that insurance companies, 
banks, trust companies, building and 
loan associations, etc., differ from ordi- 
nary business concerns in that the state 
itself undertakes to rate them, in a way, 
by taking supervision over them and 
giving its stamp of approval or disap- 
proval by issuing or withholding 
licenses. To enable the state to rate 
insurance companies, banks, etc., de- 
tailed reports are required and are off- 
cially published. Thus the state itself 
takes over the function of rating com- 
panies, as it were, both by issuing and 
withholding licenses and through the 
discretionary power given the insur- 
ance departments. 

The argument is advanced that it is 
against public policy to permit a pri- 
vate individual to set himself up as a 
classifying authority above the power 
of the states as represented in the in- 
surance departments. The state sets 
up statutory requirements under which 
financial institutions are permitted to 
enjoy the privilege of doing business in 
the state and in setting up these re- 
quirements it is presumed that the state 
permits all companies to do business on 
a like basis. Even in some states there 
are laws which make it a misdemeanor 
to circulate rumors or statements ques- 
tioning the solvency or standing of 
banks or other institutions. The ques- 
tion is raised whether the A. M. Best 
Company in its arbitrary ratings may 
not damage a concern which has 
already been given the state’s protec- 
tion through issuance of a license and 
implied endorsement. 

x * 

Dun - Bradstreet’s rates a business 
house or individual primarily from a 
credit standpoint as to the capacity to 
pay bills and discharge obligations. In 
the case of insurance companies there 
is in most cases at least no question of 
a company’s being able to pay its claims 
as they become due. Best's ratings are 
used by agents in the field not for the 
purpose of showing that a company 
cannot meet its obligations so much as 
to indicate that this or that company 
is not likely to furnish insurance at as 
low a cost as some other, as of a cer- 
tain date, or that it is deficient as com- 
pared with other companies. 

It has long been contended that no 
formula can be made so perfect that it 
can really tell arbitrarily whether one 
company is better than another. For 
example, a company which is given a 
poor rating on the application of a cer- 
tan formula might have an executive 
whose value would outweigh some or 
all of the demerits but this could not 
very well be shown in amy rating sys- 
tem. 

x * 


In the present situation it is pointed 
out that ratings issued nearly six 
months after Dec. 31, the date of the 
annual reports on which the ratings are 
largely based, cannot possibly be ac- 
curate in the face of momentous 
changes that have taken place since 
the first of the year. There is not an 
stitution whose position has not been 
materially changed either for better or 
Worse since the first of the vear. While 


BY E. JAY WOHLGEMUTH 








President Roosevelt's policies, which 
were scarcely dreamed of Jan. 1, are 
not yet fully in effect, certainlv the 
situation as to financial institutions and 
business generally is already very dif- 
ferent from what it was on Jan. 1. This 
is shown by the heavy increase in 
values of stocks, bonds and other forms 
of property. So-called inflation or 
cheapening of the dollar, the farm re- 
lief bill, the home loan bank bill, the 
revised banking bill and many other 
measures will certainly result at least 
in changing, if not improving, the situa- 
tion and the standing of concerns as 
compared with Jan. 1. The farm legis- 
lation will strengthen farm mortgages; 
the proposed railroad legislation will do 
the same for railroad bonds and this 
will have the effect of strengthening all 
securities more or less. Loans to mu- 
nicipalities for the purpose of paying 
interest on bonds will help the bond 
market. 
be x 

The publication of arbitrary ratings 
at this time based on Dec. 31 state- 
ments may have the same effect as 
would have resulted had the insurance 
departments applied arbitrary market 
values to company statements two or 
three years ago which would have 
shown the great majority of companies 
to be in an impaired condition. These 
market values strictly applied would no 
doubt have resulted in retiring many 
valuable and worthy institutions. The 
insurance departments took the situa- 
tion in hand and decreed convention 
values as of June, 1930 and had a pri- 
vate reporting agency published widely 
a couple of years ago reports based on 
market values no doubt some action 
would have been taken to prevent this 
usurpation of what the state depart- 
ments might feel to be their own special 
prerogative. 

In other words there is objection to 
the A. M. Best Company stepping in at 
this particular time and setting up its 
own standards against those of the 
states, which are certainly the desig- 
nated legal authority When a state 
gives an insurance company a license it 
virtually says to its people that the 
company is worthy of confidence until 
the license is withdrawn and if the rat- 
ings of a private concern are used in 
such a way as to undermine confidence 
in a concern thus officially endorsed the 
question is raised whether the state's 
purpose is not defeated 

ad om : 

It is natural that some companies 
would like to see the more or less arbi- 
trary ratings of the Best Company ap- 
plied and some companies put out of 
business. While it is admitted that a 
certain number of companies may have 
to go and that they should go just as 
certain banks have been obliged to re- 
tire, this should not be effected through 
private agencies but only after carefully 
considered action by governmental 
authorities. There is a growing feel- 
ing that Best's ratings would be an un- 
due interference with the proper work- 
ing out of the situation by the state 
authorities. Combined with a possible 
too early lifting of the moratorium on 
cash and loan values. the result might 
easily be the annihilation of a consider- 
able number of substantial companies 
which should be preserved for the good 
of the business as a whole. 

There is a growing feeling among the 
companies that will be affected by 
Zest’s new ratings that these ratings 
are not going to be taken as seriously 
in the future as in the past and there 
is a disposition to ignore them en- 
tirely. Given three or four months 
more the situation is likely to clear up 
of itself and the companies will have to 
worry through that period the best they 
can. Even if some states do lift the 
moratorium at once other states will no 
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he life insurance busi- 
ness today is crowded with 
agents. But if there is any 
business in the world where 
there is always room at the 
top, it is life insurance. 


Everywhere you will find 
men of character and ex- 
perience serving as manag- 
ers, branch managers or 
with no badge of rank, who 
are sought out, consulted. 
They study the needs of 
their clients and help to 
build personally fitted pro- 
grams—not ready-made 
ones. There is plenty of 
work and plenty of business 
waiting for the program- 
builders. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 


ONE MADISON AVE., NEW YORE, N. Y. 





not be possible to bring 
about uniformity of action on the mora- 


companies which grant 
is these policies on which 
more subject to 


an argument in favor of uni- 





brought about, uniformity of action 
would be much better for the life in- 
surance business as a whole than if for 
the next few months there would be 
two classes of companies, one granting 
cash and loan values and the other not 
doing So. 

The report from Washington that 
the national administration will expect 
each industry to unify itself by having 
at least a majority of the concerns 
within the industry take a unified stand 
on policies and practice within the in- 
dustry makes it particularly unfortunate 
that the insurance companies cannot 
get together and present an undivided 
front at this time. 
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Expect Commissioners Not 
to Change Moratoria Much 


Officials of a number of midwestern 
life companies met Wednesday in Chi- 
cago with insurance commissioners of 
mid-western states shortly before open- 
ing of the annual commissioners’ meet- 
ing, the subject discussed being the 
policy loan moratorium. Some senti- 
ment was expressed against any modi- 
fication of the restrictions at this time. 
It is believed that there will be no radi- 
cal change made in the restrictions by 
the commissioners at Chicago. It any 
is made, it probably will be patterned 











URGANIZED SELLING METHODS 


are available for new men with the Minnesota 
Mutual who are willing to study, accept 


direction and who can manage their own time. 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul, Minnesota 
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after the New Jersey plan, which leaves 
decision to the company, which mug 
assure itself the loan is not for specy 
lation or hoarding. 

Earl Wightman of the Lincoln Na 
tional made the main presentation 
the part of the companies with a statis 
tical exhibit showing investment of pre 
mium income. 

The company executives and ne 
commissioners met again Wednesda 
evening, the two gatherings being 
continuation of a series of meetings hel 
recently in the central west. 

The commissioners’ sub-committe: 
the moratorium also was in 
Wednesday, a number of company ex- 
ecutives attending. The committee the 
got to work on its report to submit t 
the commissioners. 

A large number of executives of west 
ern and southern companies were pres- 
ent in Chicago. Among eastern execu 
tives there were President G. W. Smit! 
New England Mutual; President M. A 
bert Linton, Provident Mutual, Vic 
president E. E. Rhodes, Mutual Benefit 

Mr. Rhodes spoke .in favor ot the 
New Jersey plan, as did Alfred Hur 
rell, vice-president Prudential Mr 
Smith favored a method of gradual lift 
ing of the restriction. Others present 
were: C. Petrus Peterson, Bankers of 
Nebraska: QO. J. Arnold, president 
Northwestern National; Claris Adams 
vice-president American Life, Detroit 
James Lee Loomis, president, and H 
I. B. Rice, actuary, Connecticut Mutual 


the 
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Company Is in Fine Shape 


President Manly of the Indianapolis 
Life Tells About Its Finan- 
cial Condition 


Manly of the Indianapolis 
in a special message to policyholders 
states that it now has $100,000,000 in- 
surance in force and is operating in 10 
states. It pays annual dividends and 
has had seven extra dividends to policy- 
holders. It started as a mutual com- 
pany and has always kept in that class 
President Manly says that no special 
strain has been made on its resources 
on aceount of the depression. It has 
not had to sell any securities for ready 
cash nor to borrow from any source 
He states that its cash position has im- 
proved. He takes pride in the fact that 
the Indianapolis Life has not issued ex- 
travagant contracts to agents nor has 
it tempted new policyholders by pay- 
ing excessive dividends or liberalized 
cash values at the expense of old pol- 
icyholders. Its salary roll, he said, ts 
very modest. It has stuck very closel) 
to life insurance, only issuing a perma- 
nent and disability clause under com- 


President 


petition. The Indianapolis Life opposed 
this clause from the beginning. He said 
that the company has built its busi- 


ness through its own agency staff. It 
has not made a bid for reinsurance, sub- 
standard or brokerage. The Indzanap- 
olis Life, he announces, has never taken 
over any other company. 


Peoria Association Elects 

W. M. Lateer, general agent John 
Hancock, was named president of the 
Peoria Life Underwriters Association 
The other officers elected were ). W 
Ross, Mutual Benefit, first vice-prest 
dent; C. W. Reuling, Massachusetts 
Mutual, second vice+president; ( 

Thompson, Connecticut General, secre- 
tary-treasurer; L. O. Schriver, Aetna. 
national executive committeeman. Ex- 
ecutive committee: J. B. Scott, Pruden- 
tial, Harold Schenke, New York Lite, 
and D. S. Anderson, Northwestern Mu- 
tual. C. T. Wardwell, Connecticut Mu- 
tual, J. E. Wansbrough, Peoria Life, and 
H. A. Shaw, Metropolitan, present mem 
bers of the executive committee, Te 
main in office for another year. : 
L. O. Schriver, third vice-president o 
the National association, who delivered 
the main address, chose as his topt 





“Where Do We Go From Here.” 
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Time Control and Record Keeping 
Essential to Success of an Agency 


\t last week’s meeting of the Life 
Managers Club of Los Angeles, W. K. 
Murphy, general agent there of the 
Northwestern Mutual Life, who has 
been with that company tor 30 years 
and who has a record of $500,000 a year 
production spoke on the value of time 
control and record keeping by the per- 
sonnel of a life insurance agency and 


how to establish this type of discipline. 


In his agency the members of his 
field force, he said, have for years main- 
tained regularly the use of work cards 


showing in detail for each week a daily 
record of the number of calls made, the 
number of interviews obtained and the 


number of applications secured, together 


with the premium income involved; also 
a record of the time spent in the office 
and the hours devoted to field work. 


Such records reveal weaknesses and pro- 
vide the opportunity to correct them— 
converting them into elements. of 
strength 

In an analysis of the records of men 
in the agency who had been with the 
company over five years it was shown 
that they averaged 40 hours of work 
per week, 15.6 in the office and 24.4 in 
the field. The next group averaged 42.2 
hours of work per week, 14.4 in the 
ofice and 28.8 in the field. The third 
group, conyposed of men in the business 
than one year, averaged 42 hours 
per week, 12.4 in the office and 
the field. The records revealed 
that the older men are making 7.9 calls 
on new prospects to 19.4 on old pros- 
pects, and that they obtained 11.7 inter- 


less 
work 
29.6 in 





views out of 27.3 This 
group of older men averaged $9,600 per 
application and it took 17 interviews per 
application. The value of calls 
in the older group was $3.35, while the 
interview value was $7.72 and the hour 
value $2.26. 


Mr. 


prospects seen 


“seen 


Murphy said it is explained to 
new men that self-discipline is one of 
the most difficult parts of the life in- 
surance business and its neglect is very 
largely responsible for the many failures 
among agents—much more than either 
lack of ability or lack of knowledge of 
the business. Time control, he empha- 
sized, is one of the best and possibly the 
only means of successful self-discipline 
and time control records are the best 
mechanical means for measuring self- 
discipline, which is essential to a full 
measure of success in life insurance. 
The club has decided to sponsor the 


formation of a speakers’ — which 
will include as members Dr. Bruce Bax- 
ter, dean of the school of religion, Uni- 
versity of Southern California; F. P. 
Woellner, assistant professor of educa- 
tion, and Floyd Burchett, assistant 
professor of economics, both of the 


of California—Los Angeles 
Others speakers enrolled from 


University 
branch. 


the life insurance ranks will be added 
to the bureau and assigned to speaking 
engagements before various clubs, civic 
organizations, schools, etc. The bureau 
will be under the direction of C. K 
Warren, Acacia Mutual Life, who is a 
member of the public relations com- 
mittee. 








_AS SEEN FROM NEW YORK 





BLFFALO MUTUAL RALLY 


Buffalo Mutual Life agents in the 
greater New York territory, of which 
John McKay is district manager, at- 
tended a get-together banquet to cele- 
brate the record the company has made 
in the first five months and to prepare 
for even more active campaigning for 
new business during the remainder of 
the vear. 

E. P. Waggoner, vice-president and 
Superintendent of agencies, announced 
that the company is planning to issue 
annuity policies, also some life insurance 
contracts for $500. The present mini- 
mum is $1,000. J. C. Kreinheder, as- 
sistant secretary and assistant superin- 
tendent of agencies, spoke of the fine 
record of the company’s agencies in 
Ohio, where he has recently ‘been travel- 
ing 

District Manager McKay pledged the 
Getrict to do between $4,000,000 and 
$5,000,000 between now and the close of 
the vear, and challenged the combined 
agency forces of Ohio and Puerto Rico. 
The company as a whole has done 
about three times as much business in 
the first five months of the year as dur- 
ing the same period last year. 

*x* * * 
FRANK PENNELL’S OUTING 

Frank W. 
New 


Pennell, general agent in 
York City of the State Mutual 
Life, held his semi-annual agency out- 
ing last week. An entire day of golf 
at the Braidburn Country Club, Madi- 
son, N. J., culminated with a dinner at 
the club and later informal entertain- 
ment at Mr. Pennell’s home in Madison. 











By R. B. MITCHELL— 





Among the guests were the following 
insurance men: Stephen Ireland, vice- 
president and er of agen- 
cies, State Mutual; G. A. Eubank, man- 
ager life department Johnson & Hig- 


gins; Harry Gardiner, general agent in 
New York City John Hancock Mutual 


Life, W. A. Craig and T. M. Searles, 
general agents of the State Mutual in 
Philadelphia and Newark respectively. 
Prize for low golf score went to W. S. 


Kline, former Yale football star. The 
guest prize was awarded to E. D. Dee, 
president of the Dee Printing Co., for- 
merly with the Pennell agency. 
= a 
DECISION ON COMMISSIONS 
A verdict for Horn, Ogilvie & Co. 


against the Connecticut General Life, in- 
volving commissions on the conversion 
of term insurance written originally by 
the plaintiff but converted by someone 
else, has been*set aside and a-new trial 
ordered by City Court Justice Madigan, 
who held that so much evidence as to 
custom, which was later held irrelevant, 
was introduced as to confuse jurors and 
render them incapable of an intelligent 
decision, 

The case hinges on the existence of an 
oral contract, in addition to the writ- 
ten brokerage contract, to “protect the 
broker as to term insurance,” and also 
on the interpretation of this phrase. The 
plaintiff contends it promised commis- 
sions on all converted term policies, 
whether converted by the _ original 
broker or not. The defendant held that 
it merely meant to protect the broker's 
leads and not divulge the names of his 
term-insurance buyers to other brokers. 


INDIANAPOLIS LIFE 
INSURANCE COMPANY 


The Indianapolis Life was organized in 1905 to furnish Life and Endowment 
Insurance and annuities at the Lowest Possible Cost. It is a Mutual, Legal 
Reserve Company, owned BY THE POLICYHOLDERS, FOR THE 
POLICYHOLDERS. The Company operates under Indiana's" very restricted 
Investment and Compulsory Deposit Laws, limiting investments to high-grade, 
non-speculative securities, deposited with the State of Indiana, as a further guar- 
antee of fulfillment of every policy obligation. No Indiana Life Insurance Com- 
pany may make loans to its Officers or Directors, nor invest in the securities 
of any Company in which an Officer of the Insurance Company is either an 
Officer or Director. 


REMARKABLE HISTORY 


The Company started without promotion expenses. It borrowed the required 
$25,000 guaranty State Deposit. The 250 charter members were obtained with- 
out expense. No office, no telephone, no clerk; not even a letterhead was 
printed until the Company began issuing policies, and then only one small office 
and one employee at ten dollars a week. 


SUCCESSFUL 


The Company was successful from the start. It now has over $100,000,000.00 
of quality insurance in force, is operating in ten states. From the very start, it 
has given to Policyholders liberal Annual Dividends and Seven Extra Dividends. 
The Company has never departed from its original purpose, and has never 
entered any race for size. Our motto has always been SAFETY FIRST, HOW 
WELL MAY WE SERVE, RATHER THAN HOW MANY. Therefore, our 
strongest endorsements come from our Policyholders, whose confidence and 
cooperation we enjoy. 


SPLENDID CONDITION 


The Company has felt NO SPECIAL STRAIN ON ITS RESOURCES. It 
has not been necessary for the Company to dispose of any securities for ready 
cash and neither have we borrowed from any source. On the contrary, our 
Cash Reserves have INCREASED STEADILY DURING THE YEAR, and 
moreover, the Company throughout the year has been buying choice real estate 
mortgages for PERMANENT INVESTMENT, and investing in the highest 
grade bonds for liquid purposes. And we have on hand larger Cash Reserves 
than ever before. 


SOUND PRINCIPLES—PRACTICES 


THE GOOD SHOWING MADE BY THE INDIANAPOLIS LIFE and 
the esteem in which it is held by Policyholders and the public are results of 
tenacious adherence to sound principles and practices. 

We never issued special or board contracts. All Policyholders are dealt with 
fairly and equitably in the spirit of Mutuality. 

We never issued extravagant contracts to agents, thus burdening future busi- 
ness with more than it should bear. 

We never tempted new Policyholders with excessive dividends or cash values 
at the expense of the older Policyholders. 

We have been very modest in the payment of salaries, and economical in 
general home office expenses. 

We have always limited our business to Life Insurance and opposed the intro- 
duction of outside features, such as Health and Accident Insurance, which 
properly belongs in another field, and which has cost Life Insurance Companies 
millions and millions of dollars, ‘and caused much litigation. 

Our insurance has been acquired through our own carefully selected agency 
staff. We have never made a bid for reinsurance, sub-standard, or brokerage 
business, and we have never taken over any other Company. 

We reaffirm our pledge to keep the Company — safe ——_ ~ 7 
to indulge in no doubtful experiments, to observe the spirit o utuality, and in 
the ita as in the past, to keep QUALITY, SERVICE and SAFETY FIRST. 
Total Assets . os $15,022,659.58 


(Gain 1932, $1,020,912.71) 


Dividends Paid Pemegnetiere, 1932 466,195.95 
Death Claims, 1932..... 488,451.08 
Mortality to expected, 1932. oe 
A Mortality 27 ears. 6% 

cal 3 ” 4 767,426.34 


Total Surplus ... 
(Gain 1932, $41, 458. 34) 
In Indiana, Illinois, Michigan, Ohio, Texas, California, Florida, North Carolina, 


Iowa and Minnesota. 
For Agency apply to Home Office 
FRANK P. MANLY, President. 
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ers, salesmen. advertising and real estate | agency, last year the average application Sta 


‘ men, accountants, investment men, dairy | from this group being $21,000. [py 
Survey of Occupations Useful men, automobile sales, clothiers, bank- 1929, the hgure was $24,000, in 1923, 


























ers, engineers, musicians, restaurant pro- | $23,000, and in 1918, $18,000. Women 

T tte ee of YP : : — prietors, chemical men, architects, pub- | a second in importance, the average 
There are possibilities of ereat profit | this class. From women in 1932 came iishers, jewelers, department stores, food | 2PPlication last year having been $2. 
in exploring the field of occupations in | 13 percent, as against 8 percent in 1928; | SH€TS. Jewelers, Cepartment & elie 500: in 1928, $2,600. Salesmen come 7 
which sales experience has been most] salesmen 10 percent, compared with 17 | COTPoTations, contractors, radio, florists, third, the average application last year _ 
successful, F. H. Gross of the A. A.| percent in 1928; clerks, 10 and 13 per- | heating contractors, paper and box being $5,800. Following these are and | 
Drew general agency of the Mutual | cent, respectively; students 6 and 4 per- | trade, packing, plumbers, utilities, and| (joey. average application $1,910 las; § °°" 
Benefit in Chicago told the Life Agency | cent; accountants, 5 and 3% percent; | receivers. , ‘ year, $2,600 in 1928, $2,500 in 1923 and = 
Supervisors Association there in pre- | advertising and investment men and at- He said there was muth latitude for | ¢1 g69 in 1918: students, $1,800 last year Th 
senting results of a survey of that | torneys, 3 percent; engineers and teach- | cultivation of such classifications as | .-Countants, $4,500; automobile, $5,700: , 
agency's business. ers, 2% percent, and doctors, 2 percent. | automobiles, advertising, engineering, | pankers. $11,000; “ad” men, $12,000: wher 
He said in the last year 19 percent of Among the 35 selected most profitable | teachers, packing, radio, department engineers, $7,000; investment, $12,000. B °° 4 
the paid business came from executives, | occupations Mr. Gross found in order | stores, masons, carpenters. | teachers, $5,100: real estate, $12,000. able 
whereas in 1928 the percentage was 27,| of importance, based on the average The executive group in the past! roeemen and overseers always hea J - 
indicating how the depression has hit ' case: Executives. superintendents, teach- | always has been the best with the Drew produced a good average policy for the Nebt 
= Drew agency. : r 
Mr. Gross was discussing the timely rs P 
subject of prospecting and sources of deci 
business. He said many agencies have vain 
t = * * te * te * * * - suffered from an excess of large size bers 
business. The Drew agency's average - 
application now is about $11,000, where begs 
it used to be $12,000 or $13,000. Mr = 
Drew has been driving for greater num- ag. 
ber of lives. - Pa 
Occupational Study Helps star’ 
Tr to Stimulate the Agents Edn 
The times require more accurate study ciate 
of prospecting and sources of business, gene 
such as an occupational survey. This I 
may serve to stimulate agents and get Dix 
them to circulating more actively. They pes 
a et S | | ) e I } should see every class possible, he said, cart 
presenting the idea that now is the Net 
time for life insurance. He said this Life 
is a period which demands the most in- Ass 
telligent prospecting. Agents should has 
check their prospect lists with such an the 


occupational study and also with tele- 
phone books by professions, so that their S 
memory as to the setup of various pros- t 


f H 
pects will not play them tricks. 
He suggested that agents be induced 
to read good books on _ prospecting 
methods, in order to be _ prospect- 




















minded; that general agents insist they 
F . do some prospecting every day. : 
to the Life Underwriter of America — Suggests Some Ideas an 
5 to Carry to Public ne 
the Apostle of Thrift, the Protector of Homes, the He said a good idea for agents te 4 
° . carry to the public is that life insurance th 
Guardian of Widows and Orphans, the Comforter of Old todav is the individual’s R. F. C. Life vs 
¥ insurance men have an obligation to , 
Age, the Ambassador of Peace and Happiness the help reestablish shattered estates. Life to 
. ! insurance can be presented as the econ- 
greatest salesman of modern times: omy estate purchase plan. People afraid im 
° . ; of inflation can hedge possible estate en 
Life Insurance today is what you have made it. Sdlieas te ite deen” ee oe a 
~ te some agents have been successful in es 
Your achievements tomorrow will be greater selling the idea of $100 a month income iz 
for two vears to give the assured’s prop- pr 
than today. , erty which has survived, a chance to di 
° : come back in valuation. ve 
No goal 1s too high for you: J. M. Murphy of the Bokum & Dingle a 
general agency Massachusetts Mutual, m 
said that office is placing emphasis on the th 
lower income class. His method ol ar 
training agents is to impress on them 
the five steps in a sale: First to get the Ww 
name of a prospect; second, make his in 
acquaintance; third, get information ce 
about his setup; fourth, make a pro- N 
posal, and five, close the sale. This ce 
helps many agents to visualize their it 
task, he said. je 


‘ Samuel Leland, Jr., president, outlined w 
OM PA NY plans for the national meeting of life n 

( supervisors clubs in Chicago at the time pe 
of the annual convention of the Na- th 


tional Association of Life Underwriters. 
DES MOINES. IOWA Walt Tower,.managing director Chicago P 














. association, discussed legislation. 0 
S. A. APPLE, President . _ nie . 
YE en a . Will Liquidate Corn Belt Life ' 
CHAMPAIGN, ILL., June 1.—Sut s 
oe. 2242 ° to liquidate the Corn Belt Life has been n 
Sales Possibilities Undeveloped in Maryland! ined lar Ge seas Shamans Geneneeet i 
on allegation that it owes $16,000 death a 
We Have Some of the Best Counties in the State Open! tao: een tee tacedae oan a 
Generous Contract—Full Policy Service the assessment law. More than five 
: : months ago, Superintendent Palmer ( 
Sincere Home Office Cooperation sara, be served nalien thet the comeell , 
Let Us Tell You Which Are the Best Counties and Why. would have until May 5 to comply with 
the law requiring a minimum guaran | 
ss . Ran. im —_ 
George Washington Life Insurance Company Shon teak aie ceines Gal . 
c ESTON, WEST VIRGINIA has declined below the minimum, the ' 
HARRISON B. SMITH, President bill states, and its assets are less than | 
$3,200. | 
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State Wide Trek 
of Nebraska Men 


(CONTINUED FROM PAGE 5) 





Croxson. They were in wait for him 
and he suddenly found himself pounced 
upon by these two stalwart life men, 
who pushed him back in the room, sat 
on him until the officers arrived. 

The next place visited was McCook 
where a small group gathered anxious 
to organize an association but was not 
able to muster the required number. 
|. E. Sebastian, C. M. Johnson, S. M. 
Hall and F. E. Wilson of the Western 
Nebraska association joined the party 
at this point. The agents at McCook 
decided to join the Western Nebraska 
association until they have enough mem- 
bers to have an organization of their 
own. While at McCook the caravan 
visited the sod house where Ray Edmis- 
ton started in the life business 45 years 
ago. It is located in federal square and 
is visited annually by tourists traveling 
through the city. Mr. Edmiston’s father 
started the agency 53 years ago. Mr. 
Edmiston’s son, Robert, is now asso- 
ciated with his father, making the third 
generation in the agency. 

The last stop was at Hastings. J. W. 
Dixon is president and F, H. Eldredge, 
vice-president. Hastings has a _ very 
earnest body of men. W. H. Logan is 
Nebraska state manager for the Peoria 
Life and is the founder of the Nebraska 
Association of Life Underwriters and 
has done a lot of work in the state for 
the organization. 


State Supervisors 
Attend Convention 


(CONTINUED FROM PAGE 3) 
\ delegation of marine insurance men 
appeared from the east as a committee 
headed by Superintendent Van Schaick 


“of New York gave a hearing Wednes- 


day. This committee is endeavoring to 
work out some plan whereby fire, marine 
and burglary contracts will not overlap 
to the disadvantage of any one. 

Owing to the great interest in life 
insurance investments and the experi- 
ence brought out during the depression 
undoubtedly this question will receive 
especial treatment. Commissioners real- 
ize that there needs to be a modified 
program so that there will be greater 
diversification both as to classes of in- 
vestments and as to securities based on 
a single risk, so to speak. Many com- 
missioners declare that diversification is 
the best safeguard so far as securities 
are concerned. 

Commissioner Brown of Minnesota, 
who headed the special committee deal- 
ing with interlocking devices, holding 
companies, and the like, reported at the 
New York meeting in December but the 
committee’s tenure was extended so that 
it could give greater study to this sub- 
ject. While primarily this had to do 
with life insurance, yet at the December 
meeting fire and casualty executives ap- 
peared, feeling that it had a bearing on 
their work. 

(nother important committee ap- 
pointed at the December meeting was 
one to deal with salaries of officials and 
expenses of insurance organizations. 
This will largely be confined to fire and 
casualty operations. The committee con- 
sists of Commissioners Dunham, Con- 
necticut, chairman; Pope, Texas; Aver- 
ill, Oregon; Van Schaick, New York, 
and Warner, Qhio. 

\ large number of commissioners, 
company and organization men arrived 
at the Edgewater Beach hotel in Chi- 
cago Wednesday to engage in informal 
conferences and exchange of views. The 
curtain raiser of the convention was a 
banquet given in honor of Superinten- 
dent Palmer of Illinois Wednesday eve- 
ning. This drew a large crowd to the 
Stevens hotel. 

The American Mutual Alliance acted 
as host on Thursday afternoon and eve- 








LIFE 


ning at the Century of Progress Expo- 
sition with a banquet at the Old Heidel- 
berg restaurant in the fair grounds. 

The American Mutual Alliance fur- 
nished buses that left the Edgewater 
Beach at 4 p. m. and then world’s fair 
buses took the crowd to the grounds 
with a lecturer in each vehicle. After 
the banquet all went their own way un- 
til 10:30 to 11 p. m., when transporta- 
tion back to the Edgewater Beach was 
furnished. The American Mutual Alli- 
ance sent invitations to all the commis- 
sioners and their staffs and those who 
attended the meetings during the last 
two or three years. 

Commissioner Brown of Minnesota, 
president of the commissioners’ organ- 
ization, presided at the business mect- 
ings. Jess G. Read of Oklahoma acted 


as secretary. J. B. Thompson of Mis- 
souri is chairman of the executive com- 
mittee. 

Vice-president Henry Abels of the 


life 
the 


Franklin Life was one of the early 
men on the ground, arriving at 
Edgewater Beach Monday. 





W. Cc. Child is now secretary and gen- 


INSURANCE 





eral manager of the Spet Cash Insurance | 


Company, Topeka, Kan., which is writ- 
ing life policies of $100 to $500 It has 
discontinued its accident and health bus 
iness. 
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Official Opposes 
Federal Control 


(CONTINUED FROM PAGE 3) 

the ability 
Che laws 
not be 


ing proof leadership is 
to separate facts from fiction 
regarding investments should 
technical nor something that is musty 
and smells of sheepskin binding. Such 
laws should represent the common 
sense of the people and one need never 
tremble for that kind of law He de- 
clared the duties of the insurance com 
missioners are analogous to those of 
trustees. 


ot 


Dr. Huebner Sees Better 
Outlook in Business Today 


PHILADELPHIA, June 1 Che 
outlook for business conditions is much 
brighter today than at any time since 
1928, Dr. S. S. Huebner told the May 
meeting of the Philadelphia Life Under- 
writers Association He said that the 
stock market was a barometer of condi- 
tions: that the market reached bottom 
in June, 


1932, and that good stocks are 


‘ 












High Court Passes on 
Insurance Trust Plan 


The United States Supreme 
Court by six to three decision has 
held that persons cannot escape 
income and inheritance taxes by 
creating a trust, the income of 
which is used to pay life insurance 
premiums. Two decisions were 
given involving trusts established 
by I. E. DuPont of Wilmington, 
Del., and F. B. Wells of Minne- 
apolis. It is said that more than 
$4,000,000,000 of insurance is 
placed in trust and will be af- 











fected. 
from 150 percent to 200 percent over 
June, 1932, now. He said that busi- 


ness hit bottom long after the security 


market did. “Speculation alone can get 
us out of our trouble,” he stated, “the 
same as it got us into it.” 

“Business Life Insurance.” by Ralph 
Sanborn Discusses the various phases 
of this class of protection, $3. The Na- 





tional Underwriter. 
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Ethelbert Ide Low, Chairman of the Board 





‘Ton first question considered by the ambitious Life Underwriter who is 
looking ahead to General Agency opportunities is whether he can make 
an adequate living for himself and his family. 

In this, as in any other business, the amount of money to be made will 
be determined very largely by personal ability and willingness to work. 
Men of outstanding ability command large incomes. Beyond this personal 
factor is that of the aid given in equipment and head office cooperation— 
always an essential factor. 

A General Agency with a Company like the Home Life gives a wealth 
of organization and production help and an unusual contractual set-up, 
assuring this large income, if the General Agent is one of these men of 
ability and industry, 


On Agency Matters Address 
Cecil C. Fulton, Jr 


Superintendent of Agencies 
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A 1913 Prediction Today 


Tue Merropotrran Lire is citing with 
some satisfaction the fact that in 1913 
a circular letter signed by the president 
of the company and the manager of the 
ordinary department was distributed to 
agents, pointing out the dangers of too 
liberal payment of policv loans and sur- 
render values. The president at that 
time Joun R. HEGEMAN and the 
manager of the ordinary 
was I. J. CAHEN., 

The letter stated that conditions and 
restrictions should be imposed to dis- 
courage widespread borrowing and to 
keep the institution of life insurance 
nearer its primal function of protection 
of a family rather than as an instru- 
ment of banking and speculation. 

The officials then stated that a life 
company ought never to be in a posi- 
tion where a panic, a monetary strin- 
gency or any other disturbing element 
would compel it to sacrifice 
securities designed for permanent or 
long time investment, simply to meet the 
run of a body of borrowers not needing 
the money for warrantable purposes. 

The prediction was made that unless 
the companies themselves imposed re- 
strictions the states would make man- 
datory that which is now optional as to 
the required notice given by the appli- 
cant for a loan or surrender value. 

Loans were designed especially, ac- 
cording to that letter, to save policies 
from lapsing or as to endowments to 
safeguard perhaps the provision 
against old age. But they were not de- 
signed to aid speculation, to gratify 
some extravagance, to pay for an auto- 
to lend to a friend, to risk in 
real estate. 

The letter pointed out that only 6 to 8 
percent of all loans made are paid back 
by the borrower. 

Abuse of the privilege robs the agent 
of much business, depleting his income 
and subjecting him to the wiles of the 
twister. 


was 
department 


choice 


only 


mobile, 


The tendency of many agents to over 
emphasize the loan feature was criti- 
cized. The letter said that the agents 
employ all their faculties in getting men 
into the company and immediately tell 
them how they can get out. They de- 
stroy their own work. The true plan is 
to make no reference to it, according to 
the letter, in canvassing and never over- 
load a policyholder by forcing upon him 
insurance to be paid for by a loan on 
his present policy. 

Alongside of this letter from Messrs. 
HEGEMAN and CAHEN, the METROPOLITAN 
Lire prints extracts from a recent ad- 
dress by Superintendent VAN ScHAICK 
of New York, showing a close simi- 
larity of thought as expressed by that 
official today and as expressed by the 
METROPOLITAN officials in 1913. 

The METROPOLITAN officials were men 
of foresight. Had the reforms which 
they advocated been instituted at that 
time, much of the embarrassment of 
the life insurance business today would 
have been avoided. Their advice is still 
valid. Probably the companies should 
be compelled to assess a minimum pen- 
alty for surrenders and should be com- 
pelled to take advantage of the provision 
for notice in connection with policy 
loans at all times and in all cases. 

Professor KeEMMERER of PRINCETON 
UNIversity in a recent address advocated 
compelling savings banks to take ad- 
vantage of the notice provision on all 
occasions. He pointed out that because 
of competition in banking, the savings 
banks had waived the requirement as to 
notice and when this provision was in- 
voked suspicion was cast upon the in- 
stitution. The notice provision in sav- 
ings banks exists in order to permit 
those institutions to invest in construc- 
tive enterprises of a less liquid nature 
than those suitable for commercial 
banks. The similarity between savings 
banks and life insurance companies in 
this respect is close. 


Dealing With Others and One’s Self 


WHEN one is dealing with his fellows 
he should be lenient. There is nothing 
like compassion and sympathy. Let him 
be tolerant at all times. When he is 


dealing with himself he needs to be 
severe and exacting. He should estab- 
lish a rigid standard in measuring his 
own achievements. 





PERSONAL SIDE OF BUSINESS 





W. S. Stimmel of Pittsburgh, general 
agent of the John Hancock Mutual in 
Pennsylvania, not including the Phila- 
delphia® metropolitan district, is the 
oldest man in the ranks, observing his 
45th anniversary in May. He joined 
the John Hancock Mutual in May, 1888, 
in his native city, Columbus, O. He 
became general agent for western 
Pennsylvania Feb. 6, 1891. Six years 
later his territory was expanded and 
he. became representative for eastern 
Pennsylvania as well. 

R. S. Edwards, Chicago general agent 
of the Aetna Life, has been ill with the 
“flu” two weeks in New York, where 
he went on a short visit. He has been 
in bed all that period, but now is con- 
valescing. He plans to return to Chi- 
cago in a few days, taking with him his 
family. Mr. Edwards has taken a home 
at Geneva, III. 


J. G. Butterbaugh, home office assist- 
ant superintendent of agencies of the 
Bankers Life of Iowa, is recovering fol- 
lowing a serious operation at the Mayo 
Clinic in Rochester, Minn. His condition 
is reported as entirely satisfactory. 

Albert E. Shaw, assistant secretary of 
the Massachusetts Mutual Life, who 
died last week, started with the com- 
pany in 1904. He was born May 6, 
1885. 


John W. Yates, Los Angeles general 
agent Massachusetts Mutual Life, is re- 
ceiving congratulations on the birth of 
a son, John W. Yates, Jr. It is under- 
stood that the father derived no little 
joy from the fact that he is now the 
father of a “native son” of California. 

Roy H. Sheldon, Los Angeles general 
agent Equitable Life of Iowa, has quali- 
fied as vice-president of the company’s 
Organization Club for 1933, his agency 
having the largest gain in volume of 
new ‘business paid for by new agents 
over that produced by new agents in 
the previous calendar year. The club 
will hold its annual convention in Chi- 
cago July 11-12. 


M. H. Horton of Los Angeles, mil- 
lion dollar producer of the New York 
Life and president of the Life Under- 
writers Association of Los Angeles, has 
been notified that he has written more 
new business for the year to date than 
any other agent in the entire field. In 
1932 he won third place for the year in 
total volume of paid-for production of 
new insurance. 


Col. W. E. Talbot, agency manager 
Southland Life, has been appointed 
chairman of*the Texas development 
bureau. He was a candidate for gov- 
ernor of Texas five years ago. This 
bureau is organized in the effort to de- 
velop Texas along industrial lines. Its 
program is state wide. 


Dr. A. R. Mitchell, 77, for many years 
chief medical examiner of the Bankers 
Life of Nebraska, is dead at his Lincoln 
home, following a brief illness. Dr. 
Mitchell was one of the best known 
surgeons in the country, having been a 
trustee and director of the American 
Medical Association, president of the 
Nebraska Medical Association, and one 
of the founders of the University School 
of Medicine. He was chief surgeon for 
several Nebraska railroads. 


+. Virginia W cote ard, daughter of 
M. L. Woodward, general agent North- 
aes Mutual in Detroit, was married 
Saturday in Evanston, Ill, to W. A. 
Donmoyer. 


Bryson Loughridge, newly appointed 
agency counsellor of the Acacia Mutual 
Life in Detroit, spent the past week at 
the bedside of his father, H. H. Lough- 





Lincoln, Neb., having been 
called west by his father’s serious jjl- 
ness. H. H. Loughridge was general 
agent for the Equitable of Iowa in Lip. 
coln for 20 years. 


ridge, in 


Insurance Commissioner H. P. Dun. 
ham of Connecticut was the first state 
official to register at Chicago for the 
annual meeting of the National Conven- 
tion of Insurance Commissioners, he, 
Mrs. Dunham and Mrs. Robbins, Mrs 
Dunham's mother, arriving on Saturday 
Colonel Dunham got in four days of 
golf. Myron Campbell, head of the 
securities division of the Connecticut de- 
partment, and Dunham Brannan of that 
department, arrived Monday. Another 
Hartford man early on the scene was 
H. P. Hammond, actuary of the Travel- 
ers. Deputy Charles Hughes of the 
New York department arrived on Mon- 
day. Cedric Foster, financial editor of 
the Hartford “Times, who has been 
covering the December meetings of the 
commissioners in New York City, ar- 
rived in Chicago Wednesday to report 
the proceedings for his publication 


S. M. Saufiey of Louisville, formerly 
Kentucky insurance commissioner and 
later associated with the Inter-Southern 
Life, is a candidate for superintendent 
of insurance for the District of Colum- 
bia. Another candidate is William 
Murdoch, formerly secretary of the in 
surance board of Oklahoma, and now 
president of the American Medical In- 
surance Society of Oklahoma City. 


S. I. Vogelson, who for several years 
let the entire field force of the Equitable 
Life of New York in personal produc- 
tion and the last 10 years paid tor at 
least $1,000,000 each year, died suddenly 
of heart disease May 29. He was as- 
sociate manager of the A. B. Levy 
agency of the Equitable in Philadelphia. 
Because of his humor and _ philosophy 
as well as his sales ability he was much 
in demand as a speaker at life imsur- 
ance gatherings. 

Lee Herdman, insurance director of 
Nebraska, is in a grave condition at a 
hospital in Omaha, an old heart trouble 
having been aggravated by a recent op- 
eration for cataract. Monday he was 
reported to be slightly better, but the 
delirium, a bad feature, remains. 





Metropolitan Life Sued 
by J. R. Johnson, Aged 3 


The Metropolitan Life has been 
sued by James Russell Johnson, 
age 3, through his father, R. W. 
Johnson, in the law and equity 
court of Richmond, Va., on the 
ground that the boy’s mother was 
frightened before his birth, with 
the result that the boy is unable 
to ~_— or talk. 

W. Johnson was an employe 
of the Metropolitan Life. He 
charges that James R. Weber, 
Johnson’s superior, accused John- 
son of stealing $137 and threat- 
ened arrest. Johnson denied the 
charge and Weber insisted on re- 
citing the story to Mrs. Johnson. 

To protect Mrs. Johnson from 
further shock, the ition states, 
R. W. Johnson obtained the money 
and gave it to Weber. Subse- 
quently, after an audit of the trans- 
actions, according to the petition, 
a sum greatly in excess of the 
amount of the alleged theft was 
returned to R. W. Johnson by 
Weber. Mrs. Johnson was made 
seriously ill by the experience and 
the boy was born prematurely, ac- 
cording to the petition. 
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For Men 
Who Like Action 


Men of action will be interested in 
this 37-year-old mutual company... 
offering 100 per cent home office co- 
operation . . . progressive . . . witha 
complete line of up-to-the-minute con- 
tracts. Truly a young man’s company. 


CENTRAL LIFE 


Assurance Society 


(MUTUAL) 
DES MOINES 














CAN HE PAY? 


The 1932 experience shows 
that the ratio of calls to inter- 
views to sales is greatly improved 
when agents go in behind the lead 
service. Present day selling de- 
mands the concentration on in- 
terested prospects, able to buy, 
developed by this Fidelity service. 


The important question in 
prospecting today is, “Can he 
pay?” Fidelity agents learn this 
in advance, through their lead 
service, in thousands of cases. 
This conserves time. It increases 
the number of hours face to face 


with interested prospects. 


Fe 


Send for booklet 
“The Company Back of the Contract” 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 
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NEWS OF THE COMPANIES 





Maclellan Is Agency Manager 





New Executive of Provident Life & 
Accident Life Department Represents 
Third Generation in Company 





The Provident Life & Accident, of 
Chattanooga, announces the promotion 
of Robert L. Maclellan, assistant vice- 





MACLELLAN 


ROBERT L. 


president, agency manager of the life 
department, succeeding John H. Leaver, 
who recently resigned to go with the 
Central Life of Iowa. Mr. Maclellan 
represents the third generation of his 
family in the executive management of 
the Provident. His father, R. J. Mac- 
lellan, is now president and his grand- 
father, the late Thomas Maclellan, was 


head*of the company from its earliest 
days until his death in 1916. The new 
agency head of the life department 


entered the service of the company upon 
his graduation from Dartmouth college, 
being connected first with the auditing 
section, later with the underwriting de- 
partment and then with the agency 
work. 

Associated in the agency management 
of the life department are R. L. Chap- 
man, agency secretary, and R. O. Mason, 
as field supervisor from the home of- 
fice. Mr. Chapman has been with the 
Provident since his graduation from the 
Georgia Tech in 1925. Following a 
brief experience in the auditing depart- 


———, 


ment, he entered field service as cashije 
and sub-agent in the home office hi 
agency and later became manager of th 
agency. It was from this positig 
that he was brought back into the hon 
office and promoted to be agency secre. 
tary. Mr. Mason joined the Providey 
organization last January, going fro; 
the Iowa-South Dakota branch of th 
Missouri State Life, where he was as. 
sistant manager. 


Plans of Washington Life 


The Washington Life of Logansport 
Ind., recently organized, has taken ove 
the Commonwealth Accident Indemnit 
of Indianapolis. It has purchased th 
old Logansport State Bank building 
which will be remodeled into a moder 
home office. W. O. Nicholson, vice. 
president, will be in charge of the hom 
office. Robert Spencer of Marion is 
president and William Kerschner of Ip- 
dianapolis is secretary-treasurer. The 
company has $100,000 capital. 


Pyramid Life Enters Texas 


The Pyramid Life of Little Rock has 
been licensed in Texas and will open 
general agencies at Longview, Houston 
Dallas and San Antonio. James A. E¢- 
wards, now of El Dorado, Ark., wil 
have charge of the Longview ‘agence 
the first to be opened. Originally, the 
Pyramid Life operated in Arkansas 
only. Last year it entered Oklahoma 
through purchase of the Oklahoma Life 


Radio Reinstatement Campaign 


A radio campaign to convince policy 
holders they cannot better a bad finan- 
cial situation by cancelling policies, and 
to sell the public anew on the value of 
life insurance is being conducted by the 
Protective Life of Birmingham. Jesse 
C. Delony, director of policyholders 
service, stated that agents follow up the 
advertising by calling on those who have 
lapsed policies as good prospects for 
additional insurance. The company 1s 
considering a plan to allow an extra 
commission to agents who bring back 
old policyholders. 


Surety Life Prospers 


The Surety Life of Kansas City had 
the biggest month in its history in May 
in both written and paid for business 
The Surety Life has been steadily m- 
creasing its insurance in force and on 
April 30 had $3,549,837 in force, a sub- 
stantial gain since Jan. 1. It also fe 
ported an increase in assets for the first 





quarter. 
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Cummings Speaks to Agents 





Vice-President Minnesota Mutual Life 
Gives Address Before Southwestern 


Division in Texas 





The value and importance of the com- 
pany’s well organized selling plan was 
the keynote of the message H. J. Cum- 
mings, vice-president of the Minnesota 
Mutual Life, gave agents attending the 
convention of the southwestern division 
near Kerrville, Texas. A. L. Bragdon 
of St. Paul, head of the group depart- 
ment, and Robert Lowe of San Antonio, 
supervisor of the southwestern division, 
were the other officials present. 

Selling Is Individual Matter 


“It is up to you,” said Mr. Cummings. 
“Selling is an individual matter and when 
the field of the right kind of prospects 
is as unlimited as it is today it re- 
mains for the agent to help himself by 





following the organized selling plan an¢ 
to do each day’s work thoroughly ané 
satisfactorily. And to do this you must 
have the right people to see, something 
to tell them that fits their particular 
plans and tell this story a sufficient num- 
ber of times each day. : 

“Life insurance enjoys today a post 
tion it has never held before in the 
minds of the American buying public 
and it has won this cherished prestige 
by the manner in which it has served 
its clients arid conducted itself durmg 
the depression... Life insurance will con- 
tinue to uphold its position which ' 
maximum service of protection and 1” 
vestment to the people and today many 
of those who in the past never com 
sidered life insurance in this light are 
turning to it for these features which 


mean happiness and security for the 
future.” 
Mr. Bragdon outlined a new group 


presentation and predicted that within 
several years there would be a new field 
opened for group insuranee. “In antic 
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pation of this new business the Minne- 
sota Mutual has developed plans to meet 


this,” he said. 


New York Life Clubs Meet 
in Chicago i in September 





The Top and $200,000 Clubs of the 
New York Life will hold their annual 
meeting at the Drake hotel in Chicago 


in September. The Top club will meet 
Sept. 5-9 and the $200,000 club, Sept. 
11-18. The $100,000 club will conduct 
regional conventions, one for the central 
section of the country being at Law- 
sonia country club, Green Lake, Wis., 


Sept. 18- 19. 





Northwestern Mutual’s 
Supervisors Forming Club 





Supervisors of the Northwestern Mu- 


tual are forming the “Supervisors As- 
sociation of the Northwestern Mutual,” 
4. N. Smith, supervisor in the Cleve- 
land agency, being temporary president 
and secretary. R. W. Emerson of the 
St. Louis agency is chairman of the 
committee on constitution and bylaws 


and expects to complete organization in 
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time for the annual meeting of the 
agents’ association in Milwaukee, July 
24-26, during which time the new or- 


ganization also will meet and elect per- 
manent officers. 

A tentative program for this meeting 
includes a discussion of “Time Control 
and Proper Working Habits” led by 
A. J. Johannssen, supervisor Hobart & 
Oates agency, Chicago; a talk by Hec- 
tor Dodd, also Chicago supervisor, on 
“Diagrammatic Presentation and Quick 


Methods for Getting Agents into Pro- 
duction.” Other subjects are “Joint 
Work” and “Standardized Sales Talks.” 


The idea for the group has been taking 
shape ever since last year when an in- 
formal meeting was held in Milwaukee 
during the annual agency convention. 





Upper Peninsula Rally 
The 


upper 


annual regional meeting of the 
peninsula of Michigan  repre- 
sentatives of the Mutual Trust Life 
was held recently at Iron Mountain, 
Mich. W. L. Bolding, general agent 
at Marquette, was in charge of the 
meeting. C. W. Noble attended from 
the home office and gave an address on 


insurance selling. Among the others 
that spoke was Ben W. Carlson of 
Iron Mountain. 








AS SEEN FROM CHICAGO 





FIDELITY MUTUAL OFFICE MOVES 


C. A. Scholl, manager Chicago 
branch Fidelity Mutual Life, moved 
recently to new offices in the Conway 
building, 111 West Washington street. 


[his office was located in the Harris 
frust building for a number of years. 
Over a period of four years the Scholl 
agency is in second place for low lapsé 
ratio among Fidelity Mutual agencies. 
x x * 
AGENCY QUITS UNIT BASIS 
The Aetna Life general agency of 
R. S. Edwards at Chicago has gone off 
the unit system and the agents have 
been divided in senior and junior di- 


visions by Mr. Edwards. Mr. Edwards 
and A. H. Hiatt, assistant general 
agent, have charge of the senior di- 
vision. D. J. Luick, supervisor, is in 


charge of the new men and Frank Dow 
in charge of educating new men and 
conservation. R. J. Curry, who went 
to Chicago a few months ago to take a 
uit, has gone into the brokerage de- 
partment. 
. es 
HASTIE MAKES SEVERAL TALKS 


J. R. Hastie, associate manager Mu- 
tual Life of New York in Chicago and 
president the Chicago Association of 
Life Underwriters, will address the 
Springfield, Ill, life underwriters asso- 
ciation, June 15, on “Reorganizing Our- 
selves to Meet Existing Conditions.” He 
has accepted an invitation to talk at the 
annual agency convention of the Lincoln 
National Life at the Edgewater Beach 
hotel, Chicago, early in July. Mr. Has- 
tie also gave an address at the $250,000 
club convention of his own company in 
Quebec. 

k * 
ACCIDENT 


INCLUDE AND HEALTH 


The Illinois life agents qualification 
bill introduced last week has had writ- 
ten into it a provision that it also applies 
‘o agents of companies and associations 
organized to write health and accident 
msurance only. These at first were 
covered in the qualification bill No. 776, 
drafted by Superintendent Palmer cover- 
ing other types of insurance. 

* * 
BROWNSON APPOINTED CASHIER 


E. B. Brownson, assistant cashier in 
the Illinois clearing house of the New 
York Life in Chicago, has been ap- 
pointed cashier to succeed the late F. C. 
Hense. Mr. Brownson has been con- 
nected with the Chicago office eight 
years, five as assistant, and formerly for 





nearly 12 years was cashier in the Den- 
ver branch office of the New York Life. 
* * 4 
SEEKS 82,000,000 INSURANCE 


A leading Chicago industrialist is in 
the market for $2,000,000 of insurance. 
It is understood that about $1,000,000 
of this amount has been placed. 

x x 
CRAM COURSE ON C. L. U. 


A. J. Johannsen, supervisor Hobart & 
Oates general agency of the Northwest- 
ern Mutual in Chicago, will hold a 
“cram” course in work for the C. L. U. 
designation just before the examinations 
start. The course will be on the five 
major divisions in the quiz, each at a 
designated time extending over the two 
days, June 12-14. 


Quiz 


_ 
TWO ORGANIZERS IN 


J. S. Fredrickson and Arthur Peter- 
son, agency organizers in the Central 
branch of the New York Life in Chi- 
cago, jointly are 4 the office 
under supervision of R. E. Whitney, in- 
spector of agencies C a. department, 
following the death of J. A. Campbell, 
supervisor of agencies. 


CHARGE 
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Commissions Are Garnisheed 





| Louisiana Court Holds Agent’s Money 


Is Under Company’s Control 
Although Not in Possession 





NEW ORLEANS, June 1.—Agents 
working strictly on commissions can be 
garnisheed, the state court of appeals 
held in affirming the lower court in the 
case of the Legal Rate Loan Company 
vs. Joseph Bouanchaud, suing to re- 
cover $40 said to be owned the com- 
pany by the defendant. In this suit the 
First National Life, by which Bouan- 
chaud is employed, was made garnishee. 
In a reply to the suit, the company states 
that Bouanchaud is employed as a field 
agent; that he works on commission, 
and that he deducts his commission as 
he makes the contracts, so that the 
company is never in possession of any 
money earned by Bouanchaud. 

In upholding the suit, Judge Seeber 
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Salary Savings Makes For 
Continuous Production 


Salary Savings insurance is especially help 
ful to the 
continuous production. 


agent who is anxious to maintain 


With a few good cases on the books he is 
never at a loss for prospects, whose needs and 
resources he understands and to whom he is 


well introduced. 


One case leads to another. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


ee 
AN ARROW TO ITS MARK= 


LIFE INSURANCE FLIES’ UNER- 
RINGLY TO THE RESCUE OF MAN. 
KIND WHEN HELP IS MOST DIFFI- 
CULT TO OBTAIN ELSEWHERE AND 
WHEN AID IS MORE SORELY 
NEEDED THAN AT ANY OTHER 








MOMENT IN LIFE. 

PICTURE A FRIEND — QUIET, UN.- 
OBTRUSIVE,* ALMOST UNAPPRE- 
CIATED —-WHO STANDS IMPAS. 


SIVELY BY WHILE THE FRUITFUL 

POWERS OF MANHOOD EARN _ 

THAT IS ESSENTIAL TO HAPPINES 
AND THEN—WHEN THE STORMS 
OF OLD AGE OR DEATH DRIVE 
AWAY LIKE STRAWS THE NORMAL 

SUPPORTS OF EXISTENCE AND 
ONE STANDS DESOLATE, EMPTY- 
HANDED, AND FORSAKEN—RUSHES 
INSTANTLY FORWARD TO BEAR 


THE BURDEN WHICH IS SO SUD- 
DENLY IMPOSED! IN DEED A 
FRIEND! 


TRUTHFULLY CAN IT BE SAID THAT 
LIFE INSURANCE SERVES BEST 
WHEN ALL ELSE IS AT ITS WORST; 
THAT ITS FULL VALUE IS NEVER 
REACHED UNTIL OTHER VALUES 
HAVE DEPRECIATED OR VANISHED. 


==A MERICAN CENTRAL Lire 


INSURANCE COMPANY 
INDIANAPOLIS, IND. 
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A brief summary 
of results in 1932— 








Assets rose to $95,505,469, an increase of $3,685,711. 


General Surplus to policyholders increased to $5,209,332, 
a gain of $451,731. In addition, a special reserve for contin- 
gencies was increased $350,000 to $1,000,000 and a special 
real estate profit reserve of $172,935 was set aside. Com- 
bined, these funds total $6,382,267, an increase of $974,666, 
or 18% over 1931's figures. 


Total Income amounted to $23,333,545, less than 1% 
below the record high figures of 1931. 


Payments to policyholders and beneficiaries totaled 
$15,297,014, of which 75% went to living policyholders. 








THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE - - NEW YORK CITY 












































Open Your Own 
Agency This Summer 


—in Iowa, Minnesota, Nebraska 





Build for yourself—and for larger rewards 
from your individual effort and ability. 
Some good general agency openings are 
available in productive Iowa, Minnesota 
and Nebraska territory. You will find our 
agency contract specifically made to meet 
Write, 


present conditions. telling us 


about yourself. 


Assets over $4,151 ,000.00 
Net Policy Reserves over $3,751,000.00 


The Old Line Cedar Rapids Wife 


INSURANCE COMPANY 
Cedar Rapids, Iowa 


Colonel C. B. Robbins, President 
C. B. Svoboda, Secy.—Jay G. Sigmund, Vice-Pres. & Agency Director 








tion 


UNDERWRITER 


said the action of the company is an 
evasion of the act; that it mistakes the 
term “possession” in the act for “under 
control.” The court pointed out that 
Bouanchaud’s money, while not in the 
physical possession of the company, is 
under its control and the company 
should make the deductions. 


Robertson Repeal Again Defeated 


AUSTIN, TEX., June 1.—The house 
of the Texas legislature defeated a final 
effort to repeal the Robertson law, which 
has been in effect in Texas since 1907 
and which requires life companies to 
invest 75 percent of their reserves on 
Texas business in Texas securities. 

An effort was made to attach the re- 
peal provision as a rider to an uncon- 


tested bill allowing mutual aid associa. 
tions to issue policies under which yo 
physical examination is required. Th, 
amendment was ruled out of order 
Governor Ferguson has signed a bij 
which places state-wide mutual life com. 
panies under the direct supervision oj 
the board of insurance commissioners 


Grant Is Dallas Speaker 


At the meeting of the Dallas Life In 
surance Managers’ Club last week, \\ 
T. Grant, president Business Men’s As. 





surance, spoke on “1933 Sales Methods.” 
The northeastern Ohio office of th 


Fidelity Mutual Life at (leveland, under 
M. E. Steinhilber, manager, has move 





to the Keith building. 








LIFE AGENCY CHANGES 
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Boyns Retiring from Work 





Prudential Is Combining Its Seattle 
Ordinary Offices in Charge of 
Austin Thayer 





R. S. Boyns, manager of the Pruden- 
tial’s Seattle ordinary agency in the Re- 
public building, is retiring from active 
service. The other Prudential agency in 
Seattle in the Central building is under 
the direction of Austin Thayer. The lat- 
ter will now have complete charge of 
the territory, the two offices merging 
with headquarters in the Central build- 
ing. Mr. Boyns has been with the com- 
pany for more than 30 years. He started 
as an agent in San Francisco in 1902. 
Later he was appointed manager in 
Portland. From May 1, 1909, until Jan. 
2, 1911, he was at the home office. He 
then took the management of the Seattle 
agency. 

Mr. Thayer has been with the Pru- 
dential since Jan. 2, 1923, starting as an 
agent in Minneapolis. He was appointed 
agency supervisor in Seattle in June, 
1928, and a little later became manager 
of his present agency. 





Peters to Winston-Salem 





Union Central Life Sends Home Office 
Agency Man to Managerial 
Position 





G. M, Peters has been appointed man- 
ager of the Winston-Salem agency of 
the Union Central Life. He succeeds 
H. T. Licklider and Fred Watson, co- 
managers of the western North Caro- 
lina territory. They have resigned in 
order to return to personal production 
in which, as a team, they produced a 
million or more for several consecutive 
years. 

Mr. Peters entered the service of the 
Buckeye Incubator Company, Spring- 
field, Ohio, immediately after leaving 
college. Here he became sales super- 


visor within a short time. 


In 1930, he accepted a similar posi- 
with the Atlantic Coast Fisheries 


-— 


and remained with that organization for 
one year, then joinning the home office 
agency of J. bP. Devine in Cincinnati 
Within a short time, Mr. Peters was 
placed in full charge of the estate de- 
partment of the agency. 


A. H. Hiatt 


A. H. Hiatt, who has been supervisor 
in the Chicago general agency of the 
Aetna Life for several years, has been 
appointed assistant general agent by 
General Agent R. S. Edwards Mr 
Hiatt has been acting in that capacity 
since Dec. 1, when Vice-President S. T 
Whatley gave up the agency to go to 
the home office. Mr. Hiatt started in 
Peoria, Ill., in June, 1924, with the New 
York Life and the following vear went 
with the Aetna there as agent. He be- 
came supervisor in 1927 and late in 1929 
joined the Chicago agency, traveling six 
months as a supervisor and then taking 
a unit in Chicago. 





E. A. Hahne 


E. A. Hahne has resigned as general 
agent for the Home Life of New York 
in Newark to become associated with 
the Newark agency of the Connecticut 
General Life as supervisor under Gen- 
eral Agent W. W. Garrabrant. Mr. 
Hahne had held the Home Life position 
only a short time. He started with the 
Lincoln National Life and soon was 


made Texas supervisor for that com- 
pany. Later he was made branch man- 
ager at Wichita for the Lincoln Na- 


tional and resigned that position to join 


the Home Life at Newark. 








Wine-Berggren 


Wine-Berggren of Los Angeles have 
been appointed general agents for Cahi- 
forna for Single Premium Policies, Inc. 
of Chicago, a new company which sells 
a blindness contract. President H. T. 
Kessler of the Chicago concern was in 


Los Angeles making arrangements. 
Partners in the agency are R. G. Wine 
and H. L. Berggren, who plan to open 
a branch in San Francisco and from 
these two cities cover the state. The 


policies are being underwritten by the 





L Lincoln National Life. 








NEWS OF LIFE 


ASSOCIA TIONS 





State Regulation Is Proposed 


Michigan Bill Would Establish State 
Life Underwriters Association— 
Membership Compulsory 








LANSING, MICH. May 31.—A 
somewhat revolutionary move to bring 
about self-regulation among life under- 
writers of Michigan is proposed in a 
bill introduced in the legislature to cre- 
ate the Michigan State Life Under- 
writers, Inc., whose purpose would be 








to “define, maintain, and enforce proper 


engaged in 


standards among persons 
anc 


selling life insurance in this state 
to promote the public welfare in all 
matters pertaining to life insurance. 
The measure is reported to have the 
hearty sanction of Commissioner Gauss 
All licensed life underwriters and 
solicitors would automatically become 
members and would be required when 
applying for state license or renewal to 
pay an additional $3 membership fee. 
License would be refused by the com 
missioner if the fee were not paid 
The commissioner would be an_ eX- 
officio member of the board of direc- 


tors, which would be chosen by te 
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June 


commissioner, the president of the state 
association, and the executive officer or 
representative of each the present local 
associations. The board would adopt 
suitable by-laws, name officers, and 
thereafter would be empowered to pass 
on qualifications of members as to their 
knowledge of the insurance laws and 
clean business records. Each member 
would be required to have “sufficient 
practical working knowledge of the life 
insurance business to enable him to 
properly represent his company and to 
explain clearly and intelligently to the 
public the benefits of life insurance and 
the terms of any policy contract which 
he may be seeking to sell.” 

Several conferences were held before 
the bill was introduced, attended by the 
commissioner and other department of- 
ficers, leading life men and some repre- 
sentative fire and casualty agents, in- 
cluding H. M. Comins, Flint, president 


Michigan Life Underwriters Associa- 
tion; C. A. Macauley, president Detroit 
association and chairman of a_ spe- 
cial state association committee on 


this subject; H. A. Van de Walker, 
American Life. Detroit; Charles Freese, 
Detroit, president, and George Brown, 





IN THE COURT OF APPEALS OF 
FRANKLIN COUNTY, OHIO. State of 
Ohio, ex rel. John W. Bricker, Attorney 


General, Plaintiff, ws. American Insur- 
ance Union, Defendant, No. 2326. 

NOTICE OF APPOINTMENT. Notice 
is hereby given that by order of the 
Court of Appeals of Franklin County, 
Ohio, entered on the 3rd day of May, 


1933, Charles T. Warner, as Superintend- 
ent of Insurance of the State of Ohio, and 
Hugh M. Bennett, of Columbus, Ohio, 
were appointed Co-Receivers for the 
American Insurance Union, a Fraternal 
Benefit Society, organized under the laws 
of the State of Ohio, with instructions 
to possess themselves forthwith of the 
books, papers, monies and other assets 
of this Society, and under the direction 
of said Court to proceed to rehabilitate 
or close the affairs of this Society and to 
distribute its funds to those entitled 
thereto. The Court further ordered at 
that time that the Society was enjoined 


from carrying on any further business. 
JOHN W. CHARLES T. 
BRICKER, WARNER, 

Attorney General Superintendent of 

of the State of Insurance of the 


Ohio, 
Co- 


Ohio, State House, 
Columbus, Ohio. 
BRAD- 


State of 
State House, 


HUGH M. BEN- 
St. Columbus, NETT, 8 E. Long 
St. Columbus, 


Ohio. 
COUNSEL FOR 


Ohio. 
RECEIVERS, RECEIVERS. 














$1,000 to $1,600 
Ordinary Life Insurance at An 


Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


Of Course Issued in Larger Amounts 


All Premiums Returned 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Example 


Original cost, age 30, $21.40 per 
$1,000 to age 59; $17.19 per $1,000 
thereafter. 


If you reside in Ohio, Illinois, Indiana, 

Kentucky, Pennsylvania, Tennessee, West 

Virginia or the District of Columbia, 
Write for Samples and Particulars 


This is one of the many unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 








Cincinnati, OnI0 
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Detroit, secretary Michigan Association 
of Insurance Agents; George Blickle, 
Grand Rapids, head of the Michigan 
council of local boards and Earl Mc Voy, 
Grand Rapids, former president of the 
fire agents association. 
= 

Akron, 0.—Presentation by the agent 
of his personal insurance program is an 
effective technique, E. W. Brailey, Cleve- 
land general agent New England Mu- 
tual, said at the May meeting. Fitting 
his action to his words, Mr. Brailey dis- 
cussed his own program in his talk. He 
suggested the agent analyze the type of 
prospect to whom he has sold the most 
insurance and guide his prospecting ac- 
cordingly. He advised the agent to de- 
velop a collateral service, becoming a 
specialist on settlement options or taxes 
or trust service. 





E. C. Noyes and E. O. Mowrer are the 
candidates for president for the coming 
year; N. R. Smith, Jr., and H. J. Shaffer 


for vice-president; H. B. Harpham, C 
Cc. Lake, J. H. Willis C. E, Johnson, C. J 
Ford and J. I. Thompson for directors 
for a two-year term. 

* * 


Buffale, N. ¥.—W. B. Bailey, economist 
for the Travelers, spoke of the benefits 
of life insurance from an economic 
standpoint. 

The association has elected 
Roth, Mutual Benefit Life, as 


Louis C. 
president; 


W. B. Smith, New York Life, first vice- 
president; C. S. Hemberger, Home Life, 
second vice-president; E. R. Franklin, 
Massachusetts Mutual, secretary, and 


Robert A. Scott, Equitable of New York, 


treasurer. Mr. Roth is a million dollar 
producer and has spoken at National 
association meetings. 

New directors are Mr. Franklin, Mr. 
Hemberger, E. L. Low and E. R. Erick- 
son. 

«* * x* 

Northern New Jersey (Newark)—The 
last meeting of the season will be held 
June 12, when officers will be elected 

* * 4 


Bosten—T. M. Riehle, Equitable Life of 
New York in New York City, first vice- 
president National association, said men- 
tal attitude is more important than men- 
tal capacity, and that the man who is 
willing to work and with courage will 
succeed. 

“Have something to say you 
open the door,” he said. your 
eyes for a second and think exactly what 
you wish to accomplish. If not a com- 
plete sales talk, have as a minimum a 
prepared approach. Then let your pros- 
pect do the talking. Sell ideas, not life 
insurance. Make your first interview 
count. You are worst off with every 
additional interview you have with a 
prospect. The prospect should do 90 
percent of the talking, you no more than 
10 percent. 


when 
“Close 


“Never forget that the ‘no’ is thun- 
dered and that the ‘yes’ is only whis- 
pered. Assume consent from the start, 
even before you turn the doorknob.” 

i. ee. 


Holcombe, manager 
tesearch Bureau, 
meeting June 9$ 


Cleveland— J]. M. 
Life Insurance Sales 
will speak at the 

* * * 
Lansing—Professionally 
will 


trained com- 


pany representatives eventually be 
in exclusive charge of life insurance 
sales, Dr. Augustus Blumenthal, noted 
psycho-analyst, said at the May meet- 
ing. He took issue with present sales 
methods, declaring them to be “psycho- 
logically wrong.” He particularly con- 
demned any tendency toward high pres- 
sure salesmanship, commending instead 
the European system in which appli- 
cants for life insurance visit insurance 
offices and are advised by expert repre- 


sentatives of the companies. 
Members of the association gave the 
speaker an argument on many of his 
points. They particularly pointed out 
the weakness in his defense of the Euro- 
relatively 


pean system in view of the 
small volume of protection it has built 
up for families of wage-earners. 
x* * * 
Minneapolis—Dr. S. S. Huebner and 


National 
speakers 
held 


L. O. Schriver, 
association, were the principal 
at the annual educational institute 
by the Minneapolis association Two 
sessions were held, one for men and 
women engaged in the life insurance 
business and the other open to the 
eral public. 


vice-president 


gen- 


x* * * 


North Dakeota—Lester ©. Schriver of 


Peoria, Ill, vice-president of the Na- 
tional association, addressed the North 
Dakota association at its regular meet- 
ing in Fargo. 
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A New, Modernized 
Policy Portfolio 


This new Yeomen Mutual Life kit of 32 modern 
policies is “tailor made” for virtually every selling 
situation. Each policy is designed for today—to 
fit the needs of the prospect, and the needs of the 


agent in meeting keenest competition. 


Get the complete story of this new ultra-modern 
sales setup that is helping Yeomen Mutual agents 
Write. 


win the 1933 battle for business 














Home office: Des Moines, Iowa 


AN OLD-LINE, LEGAL RESERVE COMPANY 


TOALNWSs 














THE 


ANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th Street, 


New York City 


Founded 1850 Thomas E. Lovejoy, President 


Lire ENDOWMENT RETIREMENT INCOME 


Dovs.te INDEMNITY DISABILITY 


MopirFiep Lire PREFERRED Risk SaLary SAVINGS 











THE NATIONAL UNDERWRITER 























‘“‘Co-operari”’ 


STATE LIFE Agents know the 
meaning of cooperation ....... 
*‘Co-operari’”’—working together 
for a common purpose, the Agent’s 
success .. . . “Ten Minutes with 
Your Future”’ tells the story of 
Opportunity with this time-tried, 


progressive Company... .- ; 


THE 


STATE LIFE 


INSURANCE COMPANY 


Indianapolis 
Indiana 


THIRTY-NINTH YEAR 




















| 











SSESSESESESEESESSESESESSSELS 


Southland District 


Managers are “Friends in 


Need” to Our Agents 


“They come bearing good tidings to the Southland 
Agent working alone in a remote territory.” 

He Helps Work Out Programs. . . . The South- 
land Life District Manager's first step is to go 
over the prospects on which the agent is working. 
The problems facing each prospect are analyzed, 
and a new approach is developed if possible. 

He Calls on Prospects With You. . . . Then the 
District Manager goes with you to call on the 
tough ones. His experience often proves of help 
in closing the sale. 

This is the kind of help that is typical of the 
Southland Life Agency proposition. If it sounds 
good to you, write to Clarence E. Linz, First 
Vice-President, or to Col. Wm. E. Talbot, Agency 
Manager. 


Southland Life 


Insurance Company 


HARRY L. SEAY, President 
HOME OFFICE DALLAS, TEXAS 
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Annuity Rates May 
Be Advanced Soon 





(CONTINUED FROM PAGE 3) 


The problem of investment losses on 
annuity business arises from the fact 
that life company investments are such 
that it is practically impossible for them 
to show an investment profit or appre- 
ciation. If the property on which the 
company holds a mortgage increases in 
value the owner, not the company, 
profits. But if the company is forced, 
as in times like these, to foreclose and 
take over the property, later selling it 
at a loss, there is an investment loss 
which will have to be absorbed out of 
surplus. 


May Change Reserve Basis 


While annuities may make a gain on 
the basis of excess interest over their 
reserve requirements, they may not be 
paying into surplus all that they should 
to offset the investment losses on their 
share of the reserves. 

It is probable that new rates would 
be on a 34 percent reserve basis in- 
stead of the present almost universal 4 
percent basis. This would be in line 
with the reserve basis recently adopted 
by the group-writing companies for 
their group annuity business. 

The mortality basis of the new rates 
would take into account the longer life 
expectancy of annuitants that has been 
observed since the compilation of the 
tables on which the present rates are 
based. 


Longevity Important Factor 


It is an established fact not only that 
annuitants as a class live longer than 
other people but that there has been a 
steady increase in their expectancy, 
which may logically be expected to con- 
tinue into the future for an undeter- 
mined period. It is not proposed to 
take account of the probable continu- 
ance of this trend, although annuity 
tables now in use in Great Britain allow 
for this expected increase in longevity 
among annuitants. 

For a number of reasons it is not 
considered desirable to attempt to write 
participating annuities. Offhand, this 
would seem a good solution to the com- 
panies’ problem of guaranteeing a long- 
term contract with very little margin. 
A difficulty is that mortality gains occur 
only on annuitants who die early and 
there would be no way of increasing 
their annuity payments to compensate 
for this. Another difficulty is that the 
annuitant’s reserve in the contract be- 
comes progressively less instead of 
greater, as in a life contract. 

On the score of expense, the third 
factor in determining rates, annuities 
have been loaded only for commissions. 
The theory was that the excess interest 
would take care of any additional ex- 
pense and that in case it should not suf- 
fice it would not be a very large item 
in any event. With excess interest be- 
ing cut, and the volume of annuity busi- 
ness and consequent handling expense 
increasing rapidly as compared to life 
business, it is apparent that new rates 
must take some account of this factor. 


Booth Succeeds Ganse 


R. H. Booth, assistant trust officer of 
the National Shauwmut Bank, has been 
elected president of the Boston Life In- 
surance Trust Council to succeed F. W. 
Ganse, John Hancock Mutual. The 
new vice-president is M. G. Summers of 
Moore & Summers. Basil Collins of 
the Old Colony Trust Company was 
elected to the executive committee suc- 


ceeding N. W. Hall of Kidder Peabody 


{| Trust Company. E. F. Messinger, 


Merchants National Bank, was re- 
elected treasurer and A. H. Lythgoe 
was reelected secretary. 


Industrial Conference Meeting 


The annual meeting of the Industrial 
Insurers Conference will be held at 
French Lick Springs, Ind., Oct, 11-13. 
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| NEWS OF LIFE POLICIES 


| New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. Supplementing the “Unique Manual- 
Digest,” publi annually in May at $5.00 and the 
“Little Gem” published annually in March at $2.00 























Set of Endowment Annuities 





Old Lime Life of Milwaukee Issues Con. 
tracts Maturing at Ages 50, 55, 60 
or 65—Rates Are Shown 





The Old Line Life of Milwaukee has 
issued a set of endowment annuity con- 
tracts at age 50, 55, 60 and 65, pre- 
miums being deposited continuously to 
age 50-55-60 or 65 depending on the 
plan applied for. 

The rates and values are on the basis 
of $10 monthly income on a male life 
and $9.10 on a female life, commencing 
at age 50, 55, 60 or 65. A monthly in- 
come is guaranteed for 100 months and 
as long thereafter as the insuréd may 
survive. If the insured should die be- 
fore receiving 100 payments, the bal- 
ance that he would have received had 
he lived is commuted upon the basis of 
3% percent per annum and paid in a 
lump sum to the beneficiary. In the 
event of death of the insured before the 
annuity payments commence, the face 
amount of the policy is paid to the 
beneficiary. 

Cash Values Exceed $1,000 


At the later durations, the cash sur- 
render values exceed $1,000. Should 
death occur during any year when the 
cash value is in excess of $1,000 the 
cash value will be paid as a death 
benefit. 

In lieu of monthly income assured at 
maturity age may draw $1,740 cash un- 
der the age 50 contract; under the 
age 55 contract, $1,556; under the age 
60 contract, $1,371 and under the age 
65 contract, $1,201. 

Options Given Policyholder 


Or the assured may receive a paid up 
life policy for $1,000 and receive in cash 
under the age 50 contract $1,233; age 5), 
$990; age 60, $744 and age 65, $513 

Or the assured may receive paid up 
life insurance under the age 50 contract 
for $3,424; age 55, $2,748; age 60, $2,187 
and age 65, $1,745. 

Under options 2 and 3 the company 
must be furnished with evidence of in- 
surability. 

Following are the annual premiums 
at representative ages for $1,000, pro- 
viding a life annuity of $10 for males 
and $910 for females under the four 
contracts; 


Age 50 Agwe55 Age60 Age 65 
me as aeun $30.84 $23.90 $18.85 $15.72 
— as 38.25 28.71 22.16 18.03 
es 48.98 35.39 26.83 21.08 
Pa 65.54 45.07 32.86 25.22 
35 94.54 59.99 41.59 31.21 
oe. cece wa 153.67 86.14 55.00 39.28 
ree sas, Same 78.52 51.63 
SE aaah com 126.18 73.16 
55 as 116.11 


Security Life Suit Against 
Wolfe, Corcoran Dismissed 


The suit brought by the Security 
Life of Chicago and Northern States 
Life of Hammond, Ind., against Lee ] 
Wolfe and William M. Corcoran ™ 
connection with an examination made 
of the Security Life for the Virginia 
department in 1931 has been dismissed 
by stipulation between the attorneys 
representing the two sides. > 

The suit alleged that the examination 
report stated the Security Life was ™" 
solvent and in a serious financial condi 
tion. Since the date of the suit, which 
was started late in 1931, both the Secur 
ity Life and the Northern States Life 
have gone into the hands of receiver 
and many of their officers are under 
dictment. 
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Four Main Objections to Buying 
Answered 1nC. L. U. Discussion 


Four successful Chicago life men lies and others, aimed primarily at the 


were selected by the Chicago chapter attainment of certain objectives in the 
of C. L. U. to prepare answers to four settlement of international debts and 
outstanding current objections of pros- anti-war and disarmament treaties, and 


that subsequently the administration will 
be just as anxious as many of our for- 
eign competitors to get back on the 
gold standard. 

Possibly you have in mind, Mr. Jones, 
that in order to protect your heirs from 
receiving a so-called inflated dollar with 
a relatively low purchasing power as 
compared with current deflated dollars 
with a relatively high purchasing power, 
the insurance company should undertake 
to pay its death claims in gold. 

Perhaps you heard the President tell 
over the radio how there were upwards 
of $100,000,000,000 of promises to pay 
in gold, of which about $30,000,000,000 


pects against buying life insurance in 
the form of interviews and present 
them for discussion at the May meet- 
ing. The answers, necessarily edited 
somewhat, are presented below. 


Why should I buy new life insurance 
with depleted dollars when inflation is 
almost a certainty? 

This was answered by A. S. Ingersoll, 
associate general agent Mutual Benefit, 
who explained as a matter of sales stra- 
tegy it is important to qualify the pros- 
pect on fundamental definitions involved 
and eliminate as directly and briefly as 


possible impertinent and nonessential were municipal, state and federal obliga- 
matters, and Be by oe ae ee tions, and that to meet these obligations, 
essential points of agreement or dif- if they were callable today, there would 


ferences of opinion. His interview is: 
There is strong opinion in responsible 

sources that the President is playing an 

international poker game with our al- 


be less than $1 in gold for every $25 re- 
quired. 

Assuming that we will continue to 
live an average lifetime, and that we will 





to encounter periods of 
depression and prosperity as in 


continue eco- 
nomic 
the past, can we foretell today in just 
which phase of the business cycle our 
life insurance will become a claim, and 
can we estimate just what proportion of 
the premiums which we will invest 
under an ordinary life policy for that pe- 
riod will be so-called inflated dollars, or 
so-called deflated dollars? 

Are you aware, Mr. Jones, that under 
the standard income privileges of your 
life insurance policies you have the 
privilege to pre-arrange, or in case you 
do not so elect during your lifetime your 
beneficiary also has the option when 
your policies do mature, to leave the 
proceeds with the life insurance com- 
pany and have your beneficiary paid the 
interest earnings thereon until such time 
as you or your beneficiary, in either 
case, may decide to have the principal 
sum disbursed for consumption or re- 
investment by. or for the beneficiary? 
This privilege, if the unlimited option of 
withdrawal is vested in the beneficiary, 
would enable the beneficiary to elect the 
economic circumstances under which the 
principal would be withdrawn. 

One conclusion which I cannot escape 
is that if there is inflation decreasing 
the purchasing power of dollars in which 
my life insurance might be paid at some 
unknown future time, that would tend 
to indicate an increase, rather than a 





decrease, in my need for new life in- 
Surance 
x * * 
Why wouldn’t I be better off under 
present conditions buying term insur- 
ance rather than continue with my old 


ordinary life? 


This answer was given by A. J. 
Schweitzer, supervisor of the W. A 
Alexander & Co. general agency of the 
Penn Mutual: 

Mr. Prospect, you already have term 
insurance. An ordinary life policy may 
be defined as a “term policy for the 


whole of life.” You don’t want a term 
policy written for a definite period of 
years, to cover a contingency only and 
not a certainty. 

You own some life insurance now. If 
I were to take your application for new 
term insurance, you would cease to be 
an owner of life insurance. Instead you 
would become a mere renter. 

A man’s age and state of health make 
a great deal of difference when he rents 
life insurance. If he is fortunate enough 
to be able to renew his lease at the 
close of any period for which it is writ- 
ten, the rent or premium deposit for the 
succeeding period will come higher. 
Your ordinary life gives you the ut- 
most protection for a given sum. 

Yet term insurance has _ its 
Sometimes it must stand alone, 


place. 
and 








PURE 
PROTECTION 
LIFE INSURANCE 


Estimated Average Annual Cost for Whole Life Policy over Period of 
Twenty Years based on Actual Experience Past Ten Years. 


Age 35—$15.38 


Per $1,000 of insurance 
Reduced to this figure by an earned dividend. 


No Cash Demand Liabilities 


except advance premium payments 











Excellent Opportunity for Salesmen 
Operating in Illinois, Michigan, Indiana and Missouri. 
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Mutual Legal Reserve Life Insurance 
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straint or coercion— 


Agents. 





Innovations Prove 
Their Worth 


Srantiine though they were when in- 


25 years ago, Columbus Mutual In- 


augurated 
novations have proved 
Renewals, Unrestricted 


Promotion, Direct Home Office Contracts for 
every Agent offering unlimited opportunity for 
Personal Production and Agency building with 
liberal compensation and freedom from 
these Innovations have made 
possible unusually Low Cost Insurance, 


have saved huge sums for both Policvholders and 
£ ; 


COLUMBUS MUTUAL LIFE 


Columbus, Ohio 


Vested 
Automatic 


their worth. 


Territory, 


con- 


and 
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LOW RATES 


You can always find 
comfortable rooms- 
hospitable service 
and excellent inex- 
pensive cursine.... 


FROM FOUR DOLLARS 
A DAY 


MARK HOPKINS 


THE FAIRMONT 
HOTELS 


OVERLOOKING SAN FRANCISCO 


four minutes from 
Shops and Theatres. 
Garage in building 





sometimes it can be used to supplement 
other forms of insurance. There are 
situations which call for the combina- 
tion of a standard form of policy with 
a term element. 

Life insurance is not a “die-to-win” 
proposition. Life insurance is for liv- 
ing people. By establishing for your- 
self a thrift program, you entered upon 
a plan of a disciplined investment, re- 
sulting from systematic savings. 

I am confident that your thrift dollars, 
the structural steel for your estate build- 
ing, will @e as secure in the next five 
years as they have been in the past— 
that is, unless the United States should 
become separated from the rest of the 
continent and sink beneath the sea, 
actually or figuratively speaking. 

* + s 

I will not buy life insurance until the 
companies publish statements based on 
market values rather than so-called con- 
vention values. 

J. C. Windsor, assistant agency man- 
ager Equitable of New York, answered 
this objection thus: 

Let me ask a question! Assume you 
were in the hospital with only a short 
time to live, and some good insurance 
company offered to place insurance on 
your life (of course they wouldn't), even 
though this company had published its 
statement on convention values rather 
than market values, you would buy it, 
wouldn't you? I think it is safe to as- 
sume the answer would be “yes.’”” Why 
would you buy? Because you would 
recognize your family’s immediate need 
for the protection and you would have 
absolute confidence that the company 
would fulfill its obligation. 

The primary function of a life insur- 
ance comnanv is to meet its obligations 
upon the maturity of its contracts. This 
it can do regardless of the market value 
of its assets, for it is not forced to 
liquidate holdings to meet any of its 
cash requirements. The current cash 
income is more than sufficient to meet 
cash outgo. The reason that companies 
do not publish their statements on pres- 
ent market values is that they and the 
insurance commissioners do not believe 
that present values represent the intrin- 
sic value of the holdings. The invest- 
ments are made to hold to maturity. 

The companies are able to do this be- 
cause of their excess current cash in- 
come over cash outgo. This excess they 
mmay be sure of, unless all the policy- 
holders die at one time. You will agree 
that the latter is most unlikely, and we 
have met the test of the former. 

* * x 

I would rather wait and see how the 
life insurance companies come out after 
the loan and surrender moratorium is 
lifted before considering new insurance. 

C. E. Smith of the Hobart & Oates 
general agency Northwestern Mutual 
gave the answer: 

Mr. Prospect, you 
with the reasons why 
commissioners placed restrictions on 
loan and surrender values. You realize 
that the life insurance companies, be- 


may be familiar 
the insurance 





Strong non-par Life Insurance Company 
desires district managers and supervisor 
Illinois. Address X-43, care The National 


Underwriter. 
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cause of their tremendous forced income 
from premiums, plus their interest in- 
come from well diversified preferred 
liens on American industry, farms and 
homes, have always had current income 
far greater than current cash demands. 
This principle, plus conservative man- 
agement and governmental regulations, 
has enabled the life insurance business 
to live through 19 major depressions. 
Life insurance companiés are not in 
the demand banking business. Their 
field of investment is restricted by stat- 
ute. Few investments are available with 
short-term maturities. For three years 
abnormal cash demands had been met 
promptly. Six million dollars was paid 
out each day. It is not difficult to imag- 
ine what might have happened if it had 


not been for the institution of life in- 
surance. 
When the commissioners acted, all 


banks had been closed. Thousands are 
still closed. This was followed by the 
government defaulting in its promise to 
pay gold on demand. The commission- 
ers decided to protect you from excessive 
cash demands resulting from fear or 
selfishness. 

The restrictions extend to less than 
20 percent of the cash demands on the 
companies. [Mr. Smith itemized the 
obligations still being carried out.] To 
believe that the institution of life insur- 
ance is not stable is to believe that 
nothing is stable. The restrictions will 
be lessened or removed entirely as soon 
as the commissioners, who are working 
for you, feel that they should be. 


Cochrane Made President 


W. S. Cochrane, general agent for 
the Mutual Benefit Life, is elected 
president of the managers and general 
agents division of the Peoria, IIl., Life 
Underwriters Association. Herman Sil- 
zer, agency director for the Equitable 
Life of Iowa, was elected vice-president. 
C. E. Thompson, secretary of the Pe- 
oria association, was reelected secretary 
of this division. 


Security Life Trustees Named 


The three trustees for the defunct Se- 
curity Life of Chicago have been ap- 
pointed, the policyholders having been 
taken over by the Central Life of Chi- 
cago. They are to look after the assets 
for the benefit of the persistent policy- 
holders and also to keep in touch with 
the Central Life in its affiliations with 
Security -Life policyholders. They are 
President C. V. McClemathan, Second 
National Bank of Danville, Ill, Prof. 
S. H. Nerlove of the University of 
Chicago and Ald. John A. Massen of 
Chicago, receiver of the Security Life. 


McVoy in Auto Accident 


James A. McVoy, former president of 
the Central States Life, was injured in 
an automobile accident in New York 
State while touring. Mrs. McVoy and 
their daughter also were in the car but 
escaped with minor injuries. 


Mystery in Southern Parley 

A story has been printed in some pa- 
pers that insurance commissioners of 
southern states’ will meet at Memphis 
June 19 to discuss the life moratorium 
with southern company officials. It 
seems to be under cover if it is to be 
held as no one seems to know about it. 
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A THRIFT Certificate with Payments Insured 
in the event of Death of Certificate Holder 
12 Years Matures $1,000.00 Contract at $4.75 per Month 
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Send 9 cents in stamps for sample copy 
THE ACCIDENT & HEALTH REVIEW 
The only exclusive accident and health poder 
It gives ideas and suggestions that help 7% 
sell income protection insurance. 
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